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CHIMNEY 


Due to its low installed cost, Van Packer chimneys help 
keep the cost of Mobilhome low, according to Chicago Steel 
Structures. It also helps keep their on-site labor at a mini- 
mum. Hundreds of builders and prefabricators have tested 
Van Packer chimneys and proved that they save money. 
You, too, can install Van Packer chimneys in less than 3 
hours; eliminate waiting time and clean up; conserve 
space; lower costs; insure best heater performance. Van 
Packer meets FHA requirements. Ask us for the amazing 
new 24 page report from Underwriters’ Laboratories that 
proves the safety and efficiency of this most modern 
chimney. 


BUILDERS — PREFABRICATORS 


Write today for complete details. We will 
quote on your specifications and the 
number of houses you plan to build or 
ship. There is a distributor near you for 
prompt service. 


CORPORATION 


130 West Adams « Chicago 3, Illinois 
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at low cost . , StS 
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wihthe MASONITE HARDBOARD FAMILY 


When owners want distinction—but the  out-of-the-ordinary interiors at low cost. 
budget says “no’”—the Masonite* Hard- Supremely workable—staunch and endur- 
board family offers a happy solution! Avail- ing—they speed the work while assuring 
able in 19 types and thicknesses, these lasting value. Here are a few ways in which 
smooth, grainless, all-wood panels create Masonite Hardboards can assist you— 


HOW to Provide 


Crackproof Dry Walls 
Big, rigid panels of Masonite 
4" Panelwood* go up quickly 
over open framing to create 
attractive effects like this. 
Panelwood builds crackproof 
walls and ceilings—dent and 
scuff resistant, too. And its 
supersmooth surface is easy 
to finish. 


HOW 


to Add Individuality 
—at Low Cost , 
There's more scope for ' - : 

your planning after you , pet ASO fod it & 
specify walls of Leather- F 

wood —the Masonite : | 

Hardboard with a surface 
that looks and feels like 
Spanish-grain leather. Use 
Leatherwood, too, for 


inexpensive cabinet = CORPORATION 
work with a luxury look. i } 


Useful Information— Yours for the asking — 
OW : ; Mail the coupon! 


to Have High Style— 
on a Low Budget 

Masonite Temprtile* — 
tempered for extra dura- 
bility and moisture resist- 





MASONITE CORPORATION, Dept. NRE-11 
P. O. Box 777 
Chicago 90, Illinois 





ance—comes already 
scored in a 4-inch tile pat- 
tern. Temprtile can be 
enameled, lacquered or 
painted—keeps its gleam- 
ing brightness for years. 
The cabinets are made of 

iddress... 
V4" Standard Presdwood*. 


Gentlemen 
For my files, please send me information and litera 


ture about Masonite Hardboards 


Name 


City Viale 
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Lumber dealers have 19 types and thicknesses of MASONITE HARDBOARDS for 1000 uses 
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CRANE 


WANG pre erred plumbing 
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THE CRANE STEWARDESS SINK, 42” long by 22! 


2214" wide, ideal for budget-planned 
kitchens. Sink of acid-resisting porcelain enameled cast iron features 8” deep 
basin, ledge for glasses, Dia/-ese controls. Available with right or left hand drain- 
board. Bonderized steel cabinet has one shallow, two deep roller drawers, plus 
large cupboard or utility space. Consult your Crane Branch or Crane Wholesaler 


CRANE CO., GENERAL OFFICES: 
836 S. MICHIGAN AVE., CHICAGO 5 
PLUMBING AND HEATING 
VALVES * 
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W. W. MEIRS, Designer 


RIGHT FROM THE START...TELEPHONE OUTLETS 


=TELEPHONE OUTLET 


BELL TELEPHONE SYSTEM 


It’s both practical and profitable to plan 
for telephones while a house is still in the 
blueprint stage. Practical because it pro- 


tects the beauty of walls and woodwork by 


keeping telephone wires concealed. Profit- 


able because it impresses prospects and 


makes houses more salable 


Telephone outlets can be made an in- 
tegral part of any house—with little effort 
and at little cost. A few lengths of pipe or 
tubing leading to outlet boxes are usually 
sufficient for the average house. Placed in- 
side the walls during construction, they 
carry the wires unseen to the outlets, thus 


protecting the beauty of walls and woodwork 


Your Bell Telephone Company will be 
glad to help you in planning efficient, eco- 
nomical conduit layouts for houses and 
buildings. Just call your local Business Office 


for free telephone planning service 
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Sit on “Agate J 
Te) cost HOUSING A . 
(a * —" 
ECiAL wood sTRUCTUR 
sP 


These folders describe the soundness and flexibility of buildin 





A. “A Short History 
of Prefabrication” B. “Build American Houses 

Describes the function for Greater Profits” 

of prefabrication— Gives you complete details on how C. “The Fort Bragg Story” 

in the product, sys- a builder or contractor operates with Describes the $10,000,000 military hous- 

tem and service of American Houses, Inc. to make more ing project of 1,000 dwelling units at 

American Houses, Inc. money. Fort Bragg, N. C. 











netllag hve tomorrow / 


Today .. . builders have to be flexible to 
meet swiftly changing market conditions. 
That’s why it will pay you now to know all 
about the unique, flexible building method 
of American Houses, Inc. 


What will you be building in the months to come ... in the next 
few years? 


 - 
to move quickly into some other type of building operation. No 2 a 
” 


a 
« STi) > 
You may continue operating just as you are now. You may have ba 5 mi 
S.A 
_— | 


one can tell exactly what the building market situation may be 


You can be prepared for any market when you build with the 
product, system and service of American Houses, Inc. Shown on 
these pages are typical examples of construction by American 
Houses’ customers. 

This flexible, modernized method of construction allows you to 
get in and out of the market fast. It enables you to change rapidly 
as your local market dictates—from speculative to contract build- 
ing, from single houses to large or small rental and sale projects, 
from luxury to low-cost housing. It lets you move quickly into 
military and defense housing. 

What American Houses, Inc. offers you is unique—a design and 
prefabrication service, backed up with on-the-job assistance by 
a sales and field service staff. If you operate East of the Missis 
sippi, your territory may be open 

Look over the booklets below. We'd be glad to send any or all to 


you free. Simply indicate your choice on the coupon 


AMERICAN HOUSES, INC. 
165 West 46th Street, New York 19, N. Y. 
BRANCH OFFICES 
Richmond, Va. © Washington,D.C. ¢ Knoxville, Tenn. 
PLANTS 
Allentown, Pa. © Lumberton,N.C. © Cookeville, Tenn. 


ith American Houses . . . Mail the coupon below for your copies! 





AMERICAN HOUSES, INC. 
165 W. 46th Street, New York 19, N. Y. 


Please send me literature as checked 


Lh B Cc [ 


Nome 


D. “This Man Said to Us” Address 
Tells the story of Lincoln 
Heights—low-cost negro 
rental project at Knox- 
ville, Tenn. 


City 





They'll beat a path to 


THIS PHOTOGRAPH was taken on opening dav at the Stratford 
Acres Model Home in Stratford, Conn. A G-E Kitehen-Laundry 
was featured ind included in the purchase price of the house 


From all over America come similar 


bulder 


enthusiastic reports from 


who have installed G-B equipment 


enetal Electric 


@ Vested merchandising programs that have 
helped so many other builders enjoy phe- 


nomenal sales results 


@ The brand of electrical appliance 
prefer to all others 


that people 


@ One sources 


of supply for matehed « quipment 





YOU, too, can include G-1 Kitchen-Laundry equippnent in 


your homes for as littl: as S180 a month under the “Packaged 


Mortgage Plan 
Why not mstall General bleetric equipment in vour hoones, and 


watch home buvers beat a path to vour door? 


re you all this : 


a full line of cabinets and appliance- 
@ Assistance in designing and improving kitch- 


en lavouts for vour houses. 


@ And most 


world-famous for its dependability ! Why not 


important G.-| equipment ts 


let G-I help pre-sell your houses ? 


You can put your confidence in— 


GENERAL @ ELEcTRIC 


her 
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George Decker and Oliver Martin of 
Stratford, Conn.. built their model home 
with acompletely equipped General Electric 
Kitchen. Although other new homes near by 
were not selling. all fifty of the Stratford 


Acres homes were sold within 48 hours! 


Here's how the Bridgeport Telegram 
Bridgeport. Conn.. reported the model 


home event the next day: 


“An estimated 8100 persons visited the 
Stratford Acres Hlomes Model Home on 


Greenfield Avenue. Stratford, vesterday 


afternoon, and all 50 homes planned by the firm already have 


heen sold... the home sells for $10,500 


Offered under ‘‘Packaged Mortgage” Plan 


~Builders of the homes report that this is the first large-seale 





Here's the big drawing card... 
the completely equipped General Electric Kitchen- 
Laundry that is included in the sales price of the Strat- 
ford Homes 
This worksaving General Electric Kitchen includes 
Automatic Dishwasher-Sink and Disposall Nutomatu 
Washer, Range. Refrigerator, Clock. and all-steel Cab 


inets. No wonder all 50 houses were sold within 8 hours! 
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housing development in this part of the state to offer an « 


electric kitchen fully equipped under a packaged mortgage 


A typical success pattern! 
This experience with the General Electric equipped house is 
not unusual. Rather, it is typical of the sales miracles that are 


happening all over the country 


General Electric will help YOU, too! 
Why not let General Electric help pre-sell your houses? See 
your local General Eleetrie distributor, or write to the Home 


Bureau. General Electric ¢ ompany, Bridgeport ”. Conn 
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Long 
Term 


CASH. = 


for hotel properties 
IN ANY CITY 


COAST TO COAST 
CANADA OR MEXICO 


ow 


Our representative will be glad to call and work 
with you. 


For satisfactory arrangements, utmost dependability 
and outstanding security WRITE or CALL COLLECT. 


H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
‘PHONE WOodward 2-5400 


WE ARE NOT BROKERS 
WE ARE HOTEL OPERATORS. 








REDUCE 


YOUR 
BOILER-ROOM 


COSTS! 


DEPENDABLE 
AUTOMATIC 
HEATING 


Be 


BURNS LOW-COST HEAVY OILS 


For completely automatic heat or processing steam! The Winkler 
Rotary Cup Oi! Burner eliminates dust and ashes and the need 
for boiler-room help. New design amazingly simplifies the burning 
of low-cost heavy, residual oils—a type of fuel always available 
in ample quantities. Find out now how much you can 
changing to a Winkler! 


WRITE FOR INFORMATION 


WINKLER 


‘cor OIL BURNERS 


cup 
U. S. MACHINE CORP. «+ 


save by 


Dept. O110, Lebanon, Ind. 


10 November, 1950 - 





The Washington Column 


Washington, D.C. Chief ebstacle facing the 
operative builder is not Regulation X, or the July 19 
credit curbs, or lack of materials such as cement or 
gypsum board. Something worse than any of these 
is under consideration: allocation of such vital metals 
as copper. National Production Agency is studying 
the advisability of such a stop-order. Building of 
ficials in Washington are fighting it behind the 
scenes, fearful that it would cover home construction 
as well as commercial and public construction 


New faces are rising to the top in the Washington 
housing picture. Newest is jovial, intelligent Wiliam 
\. Clarke, president of W. A. Clarke Mortgage Com 
pany, Philadelphia. He has agreed to work as con 
sultant to the newly established Office of Real Estate 
Credit, Board of Governors of the Federal Reserve 
System. A private enterpriser, he talks the realtors’ 
and builders’ language and is looking out for then 
interests, 

+ e eo 


Public housing is having hard sledding. Bids for 
proposed projects are coming in at as much as 20% 
to 30% above cost estimates. HHFA is turning down 
such contracts. 

e . os 

Foreclosures on ‘608’s’ are rising steadily, but are 
still very small in comparison to the entire total. An 
estimated two hundred projects are now in some 
stage of default out of 6,000, and 20 projects with 
clear titles have. been given back to FHA. Main 
trouble was in Wilmington, Little Rock, and Miami 
The villain, in most cases, was the military suddenly 
closing down installations, thus cutting down poten 
tial tenants. Some wonder if the 608 program didn’t 
have a great deal to do with the decision to put 
through Regulation X and take the bounce out of 
the building boom 

7 ia 7 


VA and FHA plan to weed out a good portion of 
the projects filed in time to get under the Regulation 
X deadline. As VA’s Bert King puts it: “We have 
held up the assignment of 55.000 cases of fee ap 
praisers until we find out more about the requests 
and until we determine whether they represent 
actual building proposed for construction at an early 
date or whether they are just efforts to qualify for 
exemption in case it later turns out to be a good idea 
to build.” The high level of houses that got in under 
the Regulation X wire makes Washington housing 
officials beheve that home starts this year will reach 
the 1.400.000 mark. compared with 1.025.000) in 
1049 

= * . 

Sales from Fannie May's portfolio continued to 
decline in September. Drop was due to better than 
50% fall in sales of VA mortgages. Fannie May now 
has nearly $800 million in funds available for pu 
chase of mortgages 

7 c s 


There are 16 bills affecting housing pending be 
fore Congress now, but none of major importance. 
other than rent control. The rest concern themselves 
with details of public housing, military installations 
secondary 


mortgages. savings and loan legislation 
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on Muttiptigs Your Prosiems 


Muttipuies Your Prorits 


Here’s how the P&H-Five-Point Plan 
Whips Realtor-Builders’ Problems 


You can lick today’s sales, building and financing problems if you build 
the P & H way. Regulation “X” means bigger deposits, higher monthly pay- 
ments, tougher competition. You beat competition, reduce risks, increase 
sales and profits, when you follow the P & H Five-Point Builder Plan. 


Defense policy favors prefabrication in critical labor areas. You will help 
our nation’s defense effort by creating new, low-cost housing where it is 
needed, with minimum waste of materials, labor. You will be sure of steady 
sales and profits on land, homes and financing in 1951, and for years to 
come. Here’s how the P & H Five-Point Builder Plan works for you: 


x Build Projects--Save on materials, erection, sub-contracts. Build 
on schedule. P & H designs are individual, for 5 homes or 500. 


Get Volume Sales— Home seekers recognize the beauty, economy, 
durability, value of P & H homes. Your prices are low, profits high. 


Don’t Gamble — Know your costs. Reduce your risks. End delays. 
Count on delivery. You can plan and build with confidence. 


x Beat Price Squeeze —End your worries over Regulation “X” and 


rising costs. Build more homes at less cost, with minimum capital. 


Construction Loans Available — If local funds are short, P & H can 
help you get construction loans, term mortgages, or both. 


Realtors and builders everywhere are learning to maintain sales and profits 
on land, houses and financing, by building the P & H way. Assure your own 
future. Visit P & H at the NAHB Chicago show. Better yet, write P & H 
today — Harnischfeger Corporation, 511 Spring St., Port Washington, Wis. 


Harmischieqor Corporation 


HOUSES DIVISION - PoRT WASHINGTON, WISCONSIN 
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Thomas J. Downen, of Pueblo, Colorado, has a long record of civic 
and business service. A partner with his wife in the Thomas J. Downen 
Agency, which was established in 1882 by his father, Mr. Downen has 
served several terms as president of his local real estate board, 1948 
president of the Colorado Real Estate Association, member of the 
executive committee of the Realtors Washington Committee, treasurer 
of the Pueblo Chamber of Commerce, president and treasurer of the 
Boy Scouts Council 


“I do not know when [ have been more pleased with any institutional advertising as I have 
in my experience with Perfect Home,” says Thomas J. Downen, realtor of Pueblo, Colorado. 
“I have received scores of comments from my clients and associates about the value of this 
magazine. 


“In making up my mailing list for Perfect Home Magazine, I took the advice of the field 
man and tried to send it to people whom home buyers would be apt to consult for advice 
... bankers, lawyers, doctors, business executives. The theory is that if I keep my name 
favorably before the leaders, they will think of me first when some young couple asks for 
advice on how is the best way and to whom they should go to buy a home of their own. 


“Perfect Home Magazine is well done, the pictures create interest, the editing and 
typography are of that high quality that makes it tops.” 
Plaudits such as this from Mr. Downen and other blue ribbon users of Perfect Home 


Magazine are understandable if you have read any issue of this monthly prestige-builder. 


It is alive with ideas, authentic articles, new information on homes. This magazine is edited 


to be its sponsor's own publication, The sponsoring company’s name appears as the publisher 


on the front cover page, and the back page lists the leading, reliable local building factors 
who join the sponsor in publishing it. 


Cost of sponsoring Perfect Home Magazine is nominal. Editorial preparation, photo- 
graphic, art and typography costs are shared among its users throughout the nation. Local 
reproduction and mailing costs are in turn divided among the selected firms who join in 
sponsoring it. Collectively, these firms thus establish a strong force for local home ownership, 
for prestige and quality that no one of them could do individually. 


A limited number of exclusive, annual, renewable franchises for use of Perfect Home 
Magazine is still available to real estate, home building, and home financing organizations 
of high qualifications. If interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 
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BUILDERS REVEAL SECRETS 


of New Ways fo Insulate and Plaster, 
Get Better Results, Cut Time and Cost 


RADIANT HEATING SPECIALIST . . 
caine Sela Afinee CAREAETE House completely insulated in 2 hours! 


INCREASES EFFICIENCY! 


CRYSTAL LAKE, ILL., Nov. 5, 1950 
More than 300 floor panel radiant heating 
installations have taught Miles Westbrook 
local heating contractor, some interesting 
facts about insulation. As a result of his 
experience, he specifies that a layer of 
Zonolite Insulating Concrete must be laid 
over the levelled ground before radiant 
heating coils are installed. Says Mr. West 
brook. *‘Heat loss to the earth from a floor 
slab without insulating concrete is usually 
high. Zonolite Insulating Concrete keeps 
heat from go:ng downward and, over a 
period of time, saves a good deal of fuel 
Mr. Westbrool 
adds. “Over several SIOUX FALLS. SOUTH DAKOTA, Oct all's method: By putting the 2 x 4 plates 
seasons, we have 10— Robert Stoneall. local buildin Di m top of é ig 1 leaves access 
found in homes tractor, reveals his unique use of Zonolite — in the attic so that ZONOI ITE may b 
where floor coils Vermiculite Insulation to completely insu poured down the sidewalls 
were laid ove;r: let } 1. , 
Zonolite Insulatir 
Concrete, tl 
ride and lag r S til and money-saving 


much less of prob ables him to complete side 


em 
coils were laid over 
cinders or other in 
sulation. Also panels without a Zono ZONOLITI 
lite insulating base needed much Aigher insulation and hen sidewal 
vater temperatures to maintain comfort ‘ ease of install: bags of ZONOI LIT! 
r@thea 





bet weer ¢ port a 


Veteran Contractor Tells , ; aa , | ZONOLITE COMPANY, 135 S. LaSalle St., Chicago 3, Ill. Dept. NRE-110 
How He Does Better g 


Plastering with Zonolite! : PUT NEW TIME AND LABOR 
C ~~ INNATI, OHIO, Nov. 15, 195 SAVING ZONOLITE INSULATION 
4 Sittason, local contractor 


uth ta tthe eheateiing thestonts tor over #0 22 Ny TO WORK FOR YOU! GET 
anon emacs — + FULL DETAILS TODAY! 


any plastering diff 








lite Plaster 
slaster on a large 
said Zonolite } 


coat | 








Zonolite Company, 135 $. LoSalle St. Dept NRE-110 
Chicago 3. IMinois 


‘det teiaiin i arena AT YOUR 
rove the quality of a LUMBER OR BUILDING 
MATERIAL DEALERS’ 
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With TYLAC’S newest and outstanding feature—the Contour Bevel Score Line— 
the demand for Miracle Walls by TYLAC has stepped up materially, all over the 
country. And, no wonder. Its increased beauty, its utility, its permanence—and 
its economy, are rapidly winning managers of buildings and rental properties over 
to this peer of all prefabricated wall boards. You'll find it easier to sign up renters 
and lessees when Miracle Walls by TYLAC have been installed for decorative and 
utility purposes, in homes, stores, offices, buildings, factories, etc. You Turn Your 
Prospects into Profits—Quickly. 


Miracle Walls by TYLAC help lower costs of decorating and remodelling. They're 
quickly and easily installed on walls, ceilings, arches and recesses—and once ap- 
plied they're permanent—they need no repainting or refinishing. They're easy to 
clean, too—an occasional wiping with a damp cloth restores the original fresh- 
ness and lustre. 


Decide Now to use Contour Bevel Miracle Walls by TYLAC. 
Write us today for catalog, color chart and price list. 





THE NEW 
CONTOUR BEVEL 


PYLAZL LOMPANY monticeco. nunors 


PIONEERS IN THE PREFABRICATED WALL PANEL INDUSTRY 


1950 NATIONAL REAL EsTATI 


AND BUILDING JOURNAL! 





NA’ T 1 ON (Aloe 


REAL ESTATE 
and BUILDING 


JOURNAL 


Reg. U. S. Pat. OF. 
Established in 1910 


VOLUME 51 NUMBER 11 


Subscription prices: $4 a year, $7 two years, $10 
three years in the United States. In Canada. $5 a 
year; in all other countries, $6.50 a year. Single 
copies 50 cents; back issues except Roster issue $!. 


CONTENTS 


NOVEMBER 


The Washington Column 
What Effect Regulation X? 
Performance and Advertising Build 

Management Business 
Are We Being Honest with Owners? 

By Firman C. Sims 
Picture This 
Homes Our Readers Are Building 
He'll Compare Before He’ll Buy 

By John F. Anderson 
Give Your Doorways a “Welcome” Look 
What Data Do You Need 

for Appraising 
Two From One 
What’s Being Done About the 

Parking Problem 
A Look at New Apartments 
Tax Facts 

By Bert V. Tornborgh 
Ideas That Help Sell 
The Law Says 

By George F. Anderson 
Rent Controls Ruin Housing In France 

By Leonard P. Reaume 
What’s Happening to the Value cf 

Mansions? 

By W. Gordon Johnstone 39 
“$3300 Down” Doesn’t Scare Buyers, 

Chicago Builder Finds 39 
Product Progress 40 
Home for Effortless Living 4l 
Among Ourselves 42 


1950 


Published monthly for real estate builders, property 
managers, and brokers, by Stamats Publishing Com- 
pany. Publication Office and Ileadquarters, 427 
Sixth Ave. S.E., Cedar Rapids, lowa. 

Publisher 


Herbert S. STAMATS 


Editor and Business Manager 
Raren H. CLemMents 


Managing Editor 
Bos Fawcett 


Associate Editor 
Ricuarp W. Rover 


Editorial Assistant: Dorothy Quinn 
4rt and Lavout: Donna Nicholas, director; 
George Bacon, Charles Peterson, and 
Vivian ives, assistants 
Circulation Manager: E. J. Dvorak 
Production: George E. llogan, director; 
Roger C. Lawley, assistant 





Remedy for the Jitters 


F my friend living in an apartment down the street doesn't 

make a decision soon for or against buying a home, he won't 
need one. He'll be gracing a hospital bed for a good long stay with 
a chronic case of ulcers. 

Actually, this friend of mine has been a-twitter about a home 
purchase for the past five years. First, he didn’t think postwar 
materials were good enough to warrant buying a house. ‘hen he 
thought supply would catch up with demand and prices would 
come down. It wasn’t costing him much to live in a rent-controlled 
apartment. And now . well, he doesn’t know what to do... 
credit curbs, new regulations from Washington, talk of material 
shortages, and conflicting reports about the tuture of the economy 
have him confused. 

Actually, this fellow is little different than many other prospective 
home buyers. He’s under severe tension. It's an umportant decision. 
He's susceptible to any suggestions that he is taking unknown 
chances in making a purchase. It takes very little to frighten him. 

Of course, this isn't a new story to real estate salespeople. ‘l hey 
know from day in and day out experience that prospective buyers 
are inclined to be jittery. Successiul realtors know how to calm 
these jitters. ‘lhey know what to say and what not to say under 
these circumstances. At least they should. 

But the truth is that we've talked with many realtors and home 
builders in the past tew weeks who are so coniused by the barrage 
of bewildering reports from Washington that they re falling into 
a dangerous pitiall skepticism and uncertainty about the 
future. Instead of offering good, sound reasons why a person 
should buy a home today, they — usually unwittingly — give him 
good reasons for not buying it. They project their own uncertainty 
and confusion to the tension already experienced by the prospect 

Loose statements have an insidious way of injecting themselves 
into the conversation unless they are consciously repressed. 

This doesn’t mean high pressure selling. It doesn’t mean collar 
ing prospects with bed-time stories about a rosy future. It simply 
means that the honest, forthright reasons for home ownership . . . 
security, independence, hedge against inflation, happiness, perma 
nence ... are more important today than ever before. 

We must believe in the future of real estate . . . of the security 
and happiness of owning our own homes. It’s an essential pattern 
in our way of life. It’s our job to see that no one loses sight of 
that fact. 


the editor 
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What Effect 


egulation X? 


..» On New Construction 


... On Existing Houses 


Inflation? 
Deflation? 


Survey Quickies 
Unemployment? 
Healthy building pace? e 54% say, ‘Probably too severe, but let’s wait and see” 


Prices up or down? @ 33% say, ‘Entirely too severe” 


w b ? 
peat ake al @ 13% say, “It’s necessary to stop inflation” 
@ Average reduction in home starts predicted — 45.1% 


e@ 67% believe it will reduce sales of existing homes 


@ 33% believe it will increase sales of existing homes 


F you can find a crystal ball and there’s been a 

big run on them lately you will get a cloudy 
view of the future of home building under Regula 
tion X, 

Che industry both the men who put their chips 
on the line to gamble that they can make a reason 
able profit on building homes, and the men who 
finance, own and/or sell new homes isn't too 
sure yet how many homes will be built. The shock 
hasn't yet subsided. 

\ survey made by the JourNnat late last month 
among a typical cross section of readers shows that 
almost all agree the regulation is too severe, but how 
much too severe is the question. 

They predict that the higher downpayments and 
higher monthly payments will reduce starts by 25° 
to 75%, from the 1950 production mark of 1,300,000 
The average guess is 45.1%, or a production of 
715,000. 

Most cheering news in the situation is the emphatic 
reiteration by government officials that the goal for 
1951 is 800.000 to 850,000 units. If builders can't 
reach that goal under present curbs, officials promise 
that controls will be relaxed. Already the govern 
ment has decided to modify the amortization period 
in hardship cases among GI's. The increase from 20 
vears to 30 years under VA loans is hailed by many 
as the “open door” which government expects to use 
toward liberalizing the terms, if necessary 

And just to be sure the government knows the 
facts about housing production, an overall industry 
committee, including members of the National Asso 
ciation of Home Builders and the Mortgage Bankers 
Association, will make studies of building and financ 
ing operations and give monthly reports to the gov 
ernment on the actual effect of Regulation X 

\s far as cost estimate factors go builders who slip 
ped in under the July 19 wire won't have as great 
an advantage as generally supposed. VA’s T. B. King 
savs about two hundred thousand will 


units come 
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under the July 19 regulations, downpayments based 
on 5% plus cost increases since July 1. But the VA 
will use current costs on applications filed on or 
after October 12. A builder in an area where costs 
have climbed sharply upward since July 1 won't find 
himself much worse off than a builder who filed his 
application before July 19. 

When asked what provision of the new regula 
tion most needs modifying, a majority of those que 
ried in the JouRNAL survey reported “the high down 
payment.” Many said they believed 20% down 
would have been ample. Others believe that July 
credit curbs combined with higher prices would have 
been sufficient to slow down home building to the 
desired rate. 

It is widely agreed that home builders who will 
be hardest hit are those who have launched sizable 
projects with little or nothing down as the chief at 
traction. Established project builders who have 
equity money, custom builders, or others who have 
acquired substantial downpayments will be least 
affected. 

Sixty-seven percent of those surveyed say Regula 
tion X will reduce sales of existing homes. Thirty 
three percent say it will increase sales. The majority 
agree that a premium factor will hike the asking 
price of existing housing. 

All these factors weigh toward a near unanimous 
feeling that 1951 will be a selling year. All phases 
of the industry will have to rejuvinate their mer 
chandising programs to overcome higher payment 
objections. Housing will be more scarce, but buyers 
will be more selective 

Package mortgages will be used more intensively 
in homes built for sale, builders realizing that the 
small extra downpayment required for including 
kitchen and laundry appliances in the mortgage will 
more than offset the difficulty of new home buyers 
buying and making higher payments on these items 
separately 
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Many builders expect, too, that a decrease in hous 
ing starts will make building materials and equip 
ment easier to get . . . that defense production won't 
take up all the slack. They report they will do more 
“shopping around” for materials that will help mer 
chandise their houses. 

Typical comments from the field 

“My own operations won't be affected, as I have 
always had large downpayments, but I think Regu 
lation X will cut starts nationally 50°% unless modi 
fied. I think the July curbs would have been enough.” 
O. G. (Bill) Powell, Des Moines. 

“I guess a reduction of 50%. It is entirely too 
severe. Downpayments required in_ the $8.000 to 
$10,000 bracket should be modified.” Fritz B. Burns, 
Los Angeles. 

“One-third of our economy is construction and 
supplies furnished by other businesses; one-third is 
general business; and one-third is agriculture. Knock 
one leg out of the three-legged stool and it can upset 
our high level of prosperity. Maybe thousands of 
small builders who furnish more equity will still 
keep the pace up to 800,000 homes. If so it can work 
out all right fe perhaps curb jumping inflation. We 
can only wait and see.” — Harold J. Grove, Omaha. 

don’t think that Regulation X is necessary at 
all. Residential construction is going to drop severely 
anyway. The revised FHA and VA regulations and 
decrease in activity of FNMA will cause the drop.” 

Arthur F. Bassett, Detroit. 

“We think it will reduce starts by 60% 
community. 


in our 
The downpayment requirements are too 
severe. We believe the government has miscalcu 
lated the ratio of decrease in demand when both 
downpayments and monthly payments are increas 
ed.’ Williams and Burrows, Inc., Burlingame 

“It is entirely too severe. It should be changed to 
reduce the downpayment one-third across the board, 
and leave the term of mortgages as they were.” —B 
A. Martin, Atlanta, Georgia 

“Will reduce starts 40% in our community. 
bly too severe but let's wait and see. Increased costs 
would have reduced starts anyway. The maximum 
loan values discriminate between low and high cost 
labor areas and between individuals of lower 
higher income brackets.’ — William 
LaGrange, Illinois 


Proba 


and 
Joern & Sons, 


“Not necessary to curb inflation. Let’s wait and 
see. I think 20-year amortization unnecessary. The 
regulation could prove inflationary due to demand 
for round of wage increases to meet higher monthly 
payments. It will also increase the spread between 
yublic housing rents and home buyers’ monthly out 
ay.” David D. Bohannon, San Mateo, California 

“Necessary to curb inflation. Will reduce by 50% 
Should be changed to give some relief to the low in 
come bracket.” Paul Trousdale, Santa Monica 

“Unless further restrictions are imposed, sales of 
existing houses should remain active. Probably too 
severe, but let’s wait and see.”’— Arthur P. Wilcox, 
Boston. 

“The regulation is entirely too severe. Something 
was necessary to curb inflation, but the July 19 con 
trols would have handled this nicely. Regulation X 
will destroy building organizations and then affect 
other interlocking industries. I fear then that we will 
get public housing to prime the pump.” — Armel C. 
Nutter, Camden, New Jersey. 

“Tll guess a reduction of 50% in house starts 
along with a reduction in sales of existing houses be 
cause of higher VA and FHA downpayments.” 
Ronald G. Milton, Providence, Rhode Island. 

‘The regulation is going to affect existing home 
sales considerably. Owners of property are hesitant 
to sell because they think costs will go up. Buyers 
are jittery.” J. Wesley Buchanan, Washington 

“Under the regulation, the downpayment is not 
as favorable on houses to be sold from $10,000 to 
$25,000 as those sold for above $25,000. There is a 
discrimination which should be corrected.”’— Wal 
ter Shapter, Columbus, Ohio 


What Mortgage Lenders Say 


“Regulation X does not go too far in my opinion 
if we are going into a rearmament aya of five 


years duration or more The builder who can get 
firm commitments for guaranty or insurance and 
whose local market will absorb the finished house 
will be very foolish to cease building due to Regula 
tion X, in my opinion, since probable reduction in 
construction cost may permit the sale of the finished 
house at a lower price with a fair margin of profit to 
the builder.””— R. O. Deming, Jr., Oswego, Kansas. 


(Please turn to page 41 
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Your careful investigation will demonitraie lo you 
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PROPERTY MANAGEMENT DEFT. 


rIPYHE best way to get new management business 






is to show past performance, and then advertise 
your trustworthy record so that you build up a good 
reputation among property owners. 

So says A. T. Beckwith, vice-president and man 
ager of the Property Management Department of 
the Keyes Company, Miami, and he is a man who 
should know. His company now manages more than 
2,400 properties, and his firm is the largest in the 
state. 

New clients, he points out, are not always easily 
spotted in advance. So his firm keeps up a steady 
barrage of publicity, and employs one tull-time “new 
business” man to maintain a continuous contact with 
certain well-known owners and such new ones 
become known. Others in the department keep in 
close touch with owners of larger properties, with in 
surance company real estate deparuments through 
out the United States. with FHA and other govern 
ment officials. 

“We are constantly stressing the value of effi 
cient management,” Mr. Beckwith says, “but many 
owners of income properties don’t recognize the need 
for professional management until some serious dif 
ficulties or annoying situations arise. If we are able 
to keep our name betore the great majority of prop 
erty owners, we have a fair chance ot having them 
think of us when they are ready to consider en 
gaging a property manager. 

“That doesn’t mean we get them all, of course. 
We often see good prospects going to comparatively 
new and unknown managers. But by and large, in 
vestors of any size would usually preier to place their 
income properties in the hands of people who have 
established a good reputation over many years, an 
organization that is adequately stalfed with men 
who have had years of experience in management. 


as 


“Undoubtedly the consensus among property man 
agers is that past performance is the principal aid to 
obtaining new business. And when you couple that 
with publicity or advertising that enhances your 
reputation among property owners, you have the 
principal path toward increased volume.” 

The Keyes Company has a direct mail campaign 
periodically addressed to owners, attorneys, and 
builders of new income real estate, and to purchasers 
of such properties as reported in the daily press 

One of its most effective promotions is a two col 
umn 614-inch advertisement in the financial section 
of a morning newspaper each Wednesday. ‘These 
ads, entitled, “Making Buildings Pay,” have now ap 
peared for 59 consecutive weeks. “We have not yet 
been able to put our finger on the exact results of 
this series,’ Mr. Beckwith says, “but we have been 
told by many that they read them each week with 
great interest. The number of recommendations we 
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get from these ads perhaps never will be known. We 
do know that we continue to have a reasonable num 
ber of owners come to us to inquire about property 
management, and they say that they have heard of 
us for many years, and know us to be a leader.” 

One of the recent ads features the Keyes service 
trucks — two fully equipped trucks and two full-time 
service men —- who do repair and maintenance jobs 
on those managed buildings which are not large 
enough to require individual maintenance crews. 

“Repairs At Cost for Keyes Owners,” the caption 
of this advertisement reads, and the copy points out 
that. “Owners are charged the actual cost of labor. 
material, and truck operation with no added charges 
as the Keyes Company does not wish to make a profit 
on its service to the owners of properties under the 
company’s management. 

The management staff supervises all maintenance © 
and repair jobs, making a supervision charge for © 
this service. However, a Keyes mailing piece points 
out. the time devoted by the management staff ob 
taining parts, materials, investigating the job, getting [77 
it done, inspecting the work, and handling the pay Ub pe DO You 234 BISCAYNE BOULEVARD PHONE 82-3592 
ment of charges. usually exceeds the supervision . E " : 

HAVE A ¥ joes 


charge to owners. “As an example: our management 


carry ce may drive to a ob) “PROBLEM” =| g 8) 
man. in carrying out our service may drive to a job ' : +; 


° ° = 
several times and devote several hours to a job that 7 BUILDING 
a ey 4 
may not be more than $20. In hi ie 
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this instance we 
would charge the owner a $2 supervision fee, which 
obviously would not cover our costs.” 


Eh may been @ high apecd, 
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management produces enough increase in net income 
to more than pay for the relatively small charge 
made for handling all details. This, of course, is not 
always the case. In dollars and cents per month, on 
a store building producing an income of $15,000 per 
year, the professional management and leasing serv 
ice would amount to approximately $1,000 or about 
$85 per month. This is the equivalent of half the pay 
of a regular porter.” 
Samples of other ads are shown on this page 


_— It may be just away from the business district and 
. close enough to a suburban shopping center. It mey 
" surrounded by rooming’ houses. with no other retail 
| business near by.It incy be in wholesale or industrial 
> districts. with little or no demand for retail space. It 
+ may be too far out; or it may be in « sparsely popu- F 
> lated area. 
Many things can happen to a property. li yours is « 
“problem” building, you need the assistance of experts [77 
_. who devote their time daily, and yearly, to overcoming © 
> the problems of “problem” buildings. 
/ Come in and talk over your problems with A. T. Beck- 0 ‘ 
. with. S. Oliver O'Bryan or Herbert Eayers, ’ é 
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- anything that can be done to 
** their property to make it pey 
ze. © hater return on the invest- an Kayes 4 


Many times such owners have come to The Keyes Com- 
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Keyes Company's managemen: specialists. changes can rd 
be made in the property so that it will produce more 
income. 











. Together 
| with this monthly recapitulation the owner also receives from the 
Keyes Company a check for the full amount due. 


This relieves the owner of all worry in connection with collecting 
* bis rents and peying eny bills necessary in the 
hb eliminates completely the necessity of bookkeeping 
er income 


















© may indicate that alterations or additiéns can be made 

_ to the property to change its character in such a way that © 

<5. it will produce a better income for the owner. é 

‘ If you are the owner of income property, it might pay 

|) you te consylt with The Keyes Company's property 
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experience of The Keyes Company executives is utlizec 
|, te reach decisions mest beneficial to the property owner. 
a This personalised management has helped many owners 
* _ to increase net incomes and protect declining incomes 
property is now producing the maximum net income to | during upset business periods. 
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Are We Being Honest with Owners ? 


By FIRMAN C. SIMS 


Firman C. Sims Company 
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a we advising the owner honestly and intelli 
CX gently? Or have we become converted to the be 
lief that straightforward honesty cannot have a place 
in the listing of property for sale under the condi 
tions that prevail today? 

It was easier to be honest, perhaps, back in the 
Thirties. There were homes for sale in every city 
block. Great numbers were without occupants, and 
the supply of vacancies seemed inexhaustible. There 
was no reason for a broker to mislead an owner 
about the value of his home. The owner was pre 
pared for the worst that might be said. He knew 
there was little competition among buyers for his 
property. He would not run away from any broker 
who expressed some doubt about the market being 
strong enough to absorb it at the price asked. 

But then came World War II and the housing 
shortage. Skyrocketing wages, home building restric 
tions, rent control sent the public into a frantic 
scramble for housing . . . at any price. All measuring 
sticks for determining the cdl ae value of homes 
were lost. Owners were getting any price they asked 
Brokers were listing them at any asking figure. Cau 
tious, conservative brokers threw off all restraints 
and rushed away to find the owners who wanted to 
sell, promising them more than they had hoped to 
get. Sure, they took a chance. But the market was 
going up, and they often produced 

\ vear after the end of the war the greatest home 
building activity the country had ever known was 
setting the brakes on the wildest era of home buying 
the United States had known. Then came a 
gradual softening of the demand and with it, a more 
orderly market. Now. again, it has 
more nearly possible to estimate with a reasonable 
approach to accuracy. what the market 
pay for a house 


ever 
become 


once 


price will 





Too many brokers compete for listings 


by agreeing to inflated sales prices 


Owners are prone to list with the 
broker who suggests highest price 


Are we trying to out-race each other in taking 


listings at day dreamers’ prices? Owners are prone 


to give their listing to the broker who suggests 
the highest sales price — whether he later gets it 
or not. This practice is helping to discredit the 
real estate industry. It is a practice that should 
be stopped. And it can be stopped by a simple 
statement of fact to an owner — a statement 


that also gets the listing at a reasonable price! 


It can be understood then why many of our ex 
perienced brokers used to feel it necessary to give to 
owners assurances that they could sell their properties 
at prices the market could never really be expected 
to reach. On the other hand they couldn't say that 
it was impossible, for some of the wildest promises 
of numbers of the conservative brokers 
realized in selling prices. And so all brokers 
under a tremendous pressure to hide from owners 
any fears they might have that the wanted price was 
impossible of realization. To de so would result in 
the owner's choosing a more optimistic broker. Whil« 
the pressure is less extreme today than earlier, most 
brokers feel a considerable pressure to mislead or de 
ceive owners about the prices they think will actually 
be required to sell their property 

The broker is trying to stay in business. He is not 
100 clear-headed about how to escape following a 
prac tice he doesn't like But the procession 1s moving 
at a rapid pace. and he doesn't want to fall out of line 


less were 


were 
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This practice is bringing discredit 
to the industry and must be stopped 
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a failure due to inability to learn the necessary les 
sons. His most important job is listing the property. 
He is always short of supply on houses. His stock 
must be constantly replenished. 

Suppose you are the broker. You have been asked 
by an owner to inspect his home and discuss the sale 
of it for him. First thing he wants to know is how 
much money you can sell it for. Are you going to 
advise him honestly and intelligently? You know he 
has already asked or will ask that same question of 
other brokers. You know your answer must be one 
he likes. He must not be disappointed with it. If he 
is, you have failed in your effort to list and he will 
choose another broker. 

You want that property. You are sure he is going 
to sell. His plans require it. He wants the promise 
of a high price, and will doubtless list with the brok 
er promising the most. Will you advise him honest 
ly? You can give him a high figure. Nobody but you 
will know that you don’t expect to get it. You can be 
not quite honest and get it, you think. You are sure 
your competitors are telling tall stories to get list 
ings tall stories about prices. You can play that 
game too, if that’s what it takes. And you do. You 
talk up high, and you get the listing. 

You have won a contest. A contest to see who 
could promise the most money; to see who could tell 
the tallest story, and to see who could be the least 
honest and the least intelligent. The property can’t 
be sold at the listed price. You know that. 

It's time, I think, that we stop this practice which 
so reflects upon the honesty and the good judgment 
of every man and woman in the business. Together 
we make a sorry spectacle in our disagreement on 
simple values, and in our irresponsibility regarding 


what we say about them. The highest respect can 
never be built for a profession in which the stand 
ards of practice are so low. It is believed by owners 
who talk to several brokers about listing any one 


property that there are no standards in use for de 
termination of values, or for the degree of honesty 
used by brokers in expressing an opinion about them 
That there can be no recognized standards among the 
listing brokers a growing portion of the public is cer 

tain. How else can one account for the vast differ 
ences of opinion held by brokers regarding the market 
value of an average home? Ethically this sort of thing 
is out of bounds. It is not honest and it is not in 

telligent 


Aside from the question ot ethics it is not good 
business to mislead an owner. If I deceive him to 
day, he will be afraid to trust you next week. As 
long as I misrepresent the value of a property to an 
owner there will be a question in the mind of that 
owner about any other broker's honesty. I have pro 
fessed to know values. I have talked proudly of my 
training and my experience. My competitor speaks 
just as readily of his own. But what each of us has 
said about the value of his home, perhaps a rather 
ordinary one, shows that one of us or both of us, has 
no understanding of value. The owner can't figure 
it out. 

Surely a better way can be found to create and 
hold public respect for the broker's judgment a 
way in which just as many listings can be obtained 
One that is being used successfully can be outlined 
as follows 

1. Avoid prices as a major factor in listing 

2. Point out the danger in over-estimating what a 

property can be sold for, as is often done to get 
a listing. 
Emphasize know - how, successful experience. 
reputation, satisfied customers, personal service, 
careful attention 
Make it possible for the owner to feel or sense 
your honest and sincere devotion in his interest 
Promise effort, reasonable amount of advertis 
ing at your expense, picture exhibits, signs, 
radio announcements, neighborhood canvas, co 
operation with other brokers 
Stress teamwork between brokers and owners 
Both want the highest possible price 
Actual amount of price is less important than 
being sure of getting the market top. 
Be cautious on price promises. Get out of the 
tall story contest 
Start with a price that’s high enough in the 
judgment of both the owner and the broker 
you 
Leave no doubt in the owner's mind that strong 
determined, persistent and effort 
will be made to sell 
If and when both owner and broker 
that the market is too weak to absorb the ye 
ty at the price, price should 

property removed from the market 

se ~ to the rule of ethics that before offer 

it is the Realtor’s duty to 


continuous 
cone lude 


be adjustec or 


ing a property 




















Point out dangers in overestimating 
value. Avoid price as a major factor 


Start with a price that’s high enough 
in judgment of both you and owner 


Fair appraisals, in good times and bad, 


build an honest business reputation 
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advise the owner honestly and intelligently re 
garding it’s fair market value.” 

For application of this technique the following in 
substance is a typical presentation by me to an 
owner who had asked that I come to his home for 
the purpose of looking it over and discussing the 
sale of it. After spending some time looking over 
the premises I drew from him his reason for selling. 
I thought it a good reason and concluded that he 
would keep trying until a sale could be made at one 
price or another. I took the initiative to answer his 
question about what price he could get before he had 
an opportunity to ask me. 

“Mr. Adams,” I said, “I’m sure you'd like to know 
what I think we can get for your home on today’s 
market. I don’t know that my answer would help 
you a lot unless you were to get the answers to the 
same question from several other brokers. 

“As owners we are all very much alike in one 
essential respect: We want to be sure that we get the 
highest price possible for what we have to sell. That 
is as it should be. We're in favor of that. The natural 
thing then would be for you to ask that question of 
several persons in the real estate business. Find out 
what price they can promise you. One thing is sure 
They will not all have the same answer. One man’s 
answer will be higher than the others. 

“It’s quite possible,” I continued, “you'd want to 
list with the broker who says he can get the highest 
price. That would be natural too, would it not, Mr. 
Adams?” He said it would. 

“Each one of the brokers you talk with knows 
that,” I went on, “and if each one of them really 
wants your property to sell. they may all be high 
on the price. And that one who gives vou the highest 
price is almost jcertainly going to get it. That doesn’t 
mean he can really sell it for the most money. It 
means only that he has taken his first objective. He 
has won out over his competitors. He has taken the 
listing. But the sale is not made, and it can never be 
made at the high listing price. The listing broker 
either knows that, or should know it. Sooner or later 
you know it, too. After that somebody makes you an 
offer and you are ready to accept. 

“Mr. Adams,” I resumed, “it is my opinion that 
any one of the brokers you ask to name a price, 
could probably sell your home for anproximately the 
same amount of money. Or a hundred others could 
do it. Buyers are pretty well informed in most cases 
They soon get a good education on values in their 
search for homes. They usually know more about 
market values than the owners do, because they are 
checking the market continually while the owners 
may not. The buyers recognize sensible or correct 
values, and they know pretty well what they want 
when they see it. Yes, any one of a hundred of us 
who have a good background of real estate experi 
ence could sell your property for about the same 
price. 

“However, all of us in the real estate business do 
not react in exactly the same way when we are com 
peting for your favor. Some, like a reckless driver, 
are going to get out in front, no matter if somebody 
does get hurt. And the owner, Mr. Adams, is often 
the person who gets hurt. He may have planned a 
course of action relying upon his broker's counsel 
concerning the market, only to find later that his 
property can’t be sold at the promised price 

“Each of us competing for the job of selling your 
home know that we don’t have a chance with you if 
you don't like what we have to say, especially about 


0° 


rae So all of us find it difficult not to shoot a little 
1igh — too high. Now when we have named a 
price, if the market isn’t that high, our saying so 
doesn’t make it so. You can’t do what can’t be done, 
no matter what has been said about it, or by whom. 
And the broker who misleads you on what the mar- 
ket can be expected to yield for your home, the kind 
of property he knows most about, may be unreliable 
and somewhat dangerous in other wavs. I think you 
can see what I’m driving at, Mr. Adams. It’s alto- 
gether possible to choose a broker who says he can 
get you the most money, and get the worst man of 
the lot. 

“In our own business,” I told him, “we have tried 
to keep away from any kind of listing practice that 
gives the owner assurance by word or implication, 
that he is going to get the kind of price for his proper- 
ty he can’t possibly get. Sometimes it has not been 
easy for us to do. Owners like to be told they can 
get a high price for what they have to sell: and they 
are continually awarding their listing. like prizes, 
to the brokers who talk in the highest figures. 

“We have chosen what we and our customers be- 
lieve to be a better way of listing and selling real 
estate. 

“For more than twenty-five years we have been 
in Indianapolis. So far as we know we have never 
made a transaction for anvone for whom we could 
not make another one. There mav be something 
about one of us they don't particularly like, but they 
will not accuse us of being unfair or tricky. We are 
proud of what our business neighbors may say to 
you about us. And we are also nroud of what our 
real estate board, ovr bank. our Iecal bnilding and 
loan associations and the Better Rusiness Bureau will 
tell vou about us if vou ask for their comments. 

“We think a good broker is one whose practices 
are in accord with the 35 articles of the National 
Code of Ethics; he is one well-informed on real es- 
tate and the real estate brsiness inchiding selling, 
closing and accowntine details. He has a lot of know 
how in the merchandising of real estate, and in the 
financing of the transaction, He is one who knows 
how to help people buv, and prefers it as a wav of 
selling. He is one whose renutation is the kind 
that gives you assurance that he will be completely 
honest with vou. and will not mislead or deceive you 
ahout anything however unimportant it may appear. 
He is one who will take a senuine interest in the 
property you put in his hands. will spend a reason- 
able amovnt of money advertising it for sale, will 
seek the heln ard co-operation of other realtors in 
his Board. and will keep everlastingly pounding at the 
job until it is done. He is one who works his best in 
a team with the owner to sell the pronerty, and one 
with whem the owner will enjoy working. 

“That's the kind of brokers we have tried to be, 
and we shall continue to try. If this kind of talk 
makes sense to vou, Mr. Adams,” I concluded, “and 
you'd like our heln. we'll try to get together with 
vou on price. We think vou should get all the mar 
ket can he made to vield. If we are employed to 
help, we'll do evervthing we know how to get the 
top price. And we'll stay with it as long as it ap 
nears there is a chance of getting it. You probably 
have a price in mind. Let's start with that. If it 1s 
too hich it may have to be adjusted after we have 
advertised it for a while. If it is too low, I think we'll 
know it, and we'll tell you. 

“What price would you like to start with, Mr 
Adams?” 
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This practical whisk-away 
table can serve as extra 
working or cating area. 
When not in use it slides 
back under the counter 


Pull-out drawers, deep linen 
compartments, and sections for 
shoes and bags in this wardrobe 
closet is more convenient than 
the old walk-in type of closet 





This built-in hamper 
helps promote bhath- 
room order. When 
closed it matches ad 
jo:ning plain panels 


























Conversion of unfur- 
n'shed secend stories 
into agreeable living 
quarters is possible 
with the use of ac- 
cordion -type _ parti- 
tions. One or more 
rooms can be made 
without costly 2ltera- 
tions, rearrangement 








Homes Our Readers 
Are Building 


A maximum of community, household conveniences provide ease-of-living for Closter Village residents 


e@IN NEW JERSEY \ /ITH easy access to schools, churches, transportation and shopping facil 
ities, 325 two- and three-bedroom homes will ultimately comprise scenic 
Closter Village. The Lovel Building Company has sold 250 homes and com 

pleted 100 on the 136-acre wooded tract in Bergen County 


Two basic floor plans are available for the three-bedroom homes, and the 


lot sizes vary from 100x110 to 100x175 feet. They have 1050 square feet of 
. - - floor area, exclusive of attached garage, and sell for $12.99). The floor area 
Ty . L om , of the two-bedroom home is 930 square feet. 
| Che exterior of the home pictured is double-coursed wood shingles crowned 
=: with iwo and one-half foot projecting eaves. 
ae eS I'he bathroom has ceramic tile with colored American Standard plumbing 
L Ac : on fixtures. A Revolvodor closet in the master bedroom has a full length mirror 
_— | 5; and shelf space. The kitchen is equipped with Tracy steel kitchen cabinets. 
Westinghouse refrigerator and range, and Whirlpool automatic washer and 
electric dryer, all included in the sales price 
f Of particular interest in the three-bedroom home is the 7x514-foot Vita 


L \utomatic electrically-operated picture window in the living room. At a flip 
f the switch, the Twindow insulated glass lowers into a recessed space in the 





wall, drawing into its place a specially treated insect-proof bronze screen 
Other nationally-known products used are: Schlage hardware, Higgins oak 
block flooring, Minneapolis-Honeywell heating controls General Bronze 


Corporation aluminum windows, and Van-Packer prefabricated chimneys 


e@IN KENTUCKY 


Well-planned promotion launched a successful project opening for Bowling Green realtor-builder 


YPOT radio newscasts, 1100 postal cards, a large on-site 
h billboard, a series of pre-opening “teaser” newspaper 
ads followed up by a large display ad on opening day, all 
contributed to a successful project opening for Realtor 
Builder Chester M. Hock. With the aid of this compre 
hensive advertising, houses have been sold just as rapidly 
as they could be erected 

The project consists of 39 Gunnison Homes situated on 
60x150-foot lots. Each home has at least six pieces of shrub 
hery, a front entrance, pillar-type lantern. concrete slab 
front porch and concrete sidewalk. Priced at $8,250, the 
homes have sodded front lawns and seeded back vards 

Che one-story houses are erected on a FHA approved 
concrete slab, steel re-inforced foundation. For finished 
flooring, asphalt tile is used throughout with the ex« eption 
of the living room. In this area. a lighter color tile is used 
which gives the appearance of hardwood flooring 

Che homes are equipped with American Central kitchen 
cabinets and Coleman 20-gallon automatic hot water heat 
ers. A forced-air Mor-Sun furnace is installed in the large 
utility room off the kitchen 


4 





e@IN CALIFORNIA 


integrated indoor-outdoor living in homes by Aldon Construction Company keynote Lakewood Plaza 


F the 1049 two- and three-bedroom homes in the development of Realtors Walker 

and Lee, Inc., Los Angeles, 600 were sold from blueprints, before start of construc 
tion, and the balance sold from model homes. The total development was sold out in 
120 days 

With a total valuation of approximately $10 million, the homes follow a “Califor 
nia-style” pattern of living. The living room, at the rear of the house, has a complet 
wall of glass with French doors leading to a covered porch-patio of colored concrete 
An outdoor barbecue of colored bricks and an indoor wood-burning fireplace add further 
to a country-living theme. 

Thirty-two different exterior elevations and 16 varied floor plans were used by the 
builders. The three-bedroom models have approximately twelve hundred feet of floor 
space, one and one-half baths, and sell from $10,475. The two-bedroom homes have 
approximately 925 square feet of floor area and sell from $8650 

The pictured one-story home with attached garage. has inlaid linoleum in the kitchen 
and bath and select oak flooring throughout the rest of the house. Some homes have 
built-up roofs with white crushed rock topping, while others have asphalt shingle roofs 
on wadsional design 

Built-in and upholstered breakfast nooks with plastic topped tables. wood pan 
elled dinettes, electric heaters in the master-bedrooms, and Waste King garbage dis 
posal units, have all aided in the rapid merchandising of the homes 

\ chrome - topped O’Keefe and Merrit gas range, and Hotpoint electric refrigerator 
and washing machine may be included in the purchase price 


Two-bedroom, flat-roof moderns in Ronek Park sell for $6990, equipped with kitchen appliances 


eIN NEW YORK N one of Long Island’s major moves to provide well 
constructed, moderately priced homes in an inter-racial 
community, Builder Thomas Romano has completed well 
over two hundred homes in his Ronek Park development 
$y the end of the year it is hoped that all of the 400 home 
already sold will be finished and occupied 
The five-room, two-bedroom homes are built on 60x 106 


« +1, 


BEDROOM 
12-20-32 


foot fully landscaped lots and have 851 square feet of 


floor area. Priced at $6.990, they have completely equip 
ped. all-electric kitchens with Hotpoint appliances 

The exteriors of the homes are asbestos shingles with 
the exception of a redwood panelled section under th 
front entrance overhang. A small open terrace at the back 
of the house can be inclosed for a screened-in porch. Flag 
tone walks lead from the front concrete sidew ilk to both 
the front and back entrances of the house 

The interiors feature Kentile asphalt tile flooring over 
», inch plywood, Briggs bathroom fixtures, and Malta 
millwork. The two bedrooms have solar windows that 
provide maximum sunlight and ventilation with complet: 
privacy for the residents. The fully automatic Lundt 
forced-air heating unit has ducts leading to all rooms to 
assure even heat throughout the house 

In March of this year, Romano was awarded a com 
mendatory scroll for his construction of non-discrimina 
tory housing in New York 





He'll Compare Before He'll Buy 


By JOHN F. ANDERSON 


President, John Anderson Co., Realtors 
Trustee, Cleveland Real Estate Board 


rT O sell ’em, either you or some 
one else must compare ‘em! 

I believe that real estate is sold 
by comparison, and comparison 
alone. If you sell your client a 
home, you may be sure that either 

1) he has looked at a number of 
properties himself, or with othe: 
brokers, and is satisfied the home 
he’s buying comes the nearest to 
suiting his needs at the price he 
can afford to pay, or (2) you your 
self have spent weeks, maybe 
months, with him, educating him 
as to market values before he was 
ready to buy. 

Barring a miracle, there’s sim 
ply no other way to make a sale 
The deals that look easy, in which 
the prospect buys on the spot on 
within a few hours of seeing the 
property are, I believe, almost in 
variably the result of the educa 
tional process described under (1 
above. In such the broker 
who happens to have the listing 
capitalizes on someone else’s edu 
cational work with the prospect. 
or on the prospect's own self-edu 
cational activities 

Recently we made a sale which 
is typical of many our organiza 
tion has completed in the past 
and which I think serves to illus 
trate my thesis. The home in ques 
tion on one of our better 
streets, but because the owner had 
inflated ideas of its value, it had 
languished on the market for al 
most a year. 

But time works wonders, even 
with owners who usually look at 
their own residences through rose 
Although we had 
refused the listing at the inflated 
figure dreamed up by the owner 
the day arrived, a_ couple of 
months ago, when the cumula 
tive result of possibly hundreds 
of futile showings by other brok 
ers onan open listing basis brought 
us the exclusive at a market price 

Now, a good exclusive at a fan 
price in an active market is in 
deed worth a sizeable dent in the 
ad budget. We went “all out 
The Sunday following, we let the 
world know about our listing. by 
a combination of printers’ ink 
newspaper and direct mail 
painters’ paint (“For Sale” 
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Sales aren’t made in minutes. They‘re made after the prospect has 


spent days and months comparing values, neighborhoods, plans 


... after he’s been educated to the market. Whether you or some- 


one else supplies that education, don’t treat this part of the sale 


too lightly. The author suggests 


“Open’ and real estate 
salesmen’s hot air (via telephone 
and personal calls on likely pros 
ects 

All this fanfare was bound to 
stir up activity. We knew 
that a certain percentage of our 
phone calls and “open house” 
clients would be of the sightseer 
variety. It was our job to sort 
them out and concentrate on the 
ones who really needed a home in 
a hurry. and who might conceiv 
ably finance the project, with a 
substantial down payment and 
reasonable monthly sums to boot. 

Ve'd advertised the home as 
“Open 2 to 5 p.m.” As soon as our 
salesman arrived on the premises 
that Sunday afternoon he could 
ee he had his work cut out for 
him. A dozen or more cars were 
parked on the street and it was a 
case of “line forms on the right” 
as he opened the door. 
One of the eager mob, in less than 
ten minutes. had singled out ow 
man and whispered softly in his 
that glorious refrain: “Tl 
take it! How much do you want 
to bind the deal?” 

Our man. who was fairly new 
at the business. came into the of 
fice with eyes a-glitter and breath 
lessly his conquest, 
winding up his declaration with 

and to think that I sold it 
in 10 minutes after it had been 
on the market for a year!” 

“That's wonderful, Jones,” one 
of our salesmen, who had 
heen sitting quietly by, ex¢ laimed. 

I hope you'll make a million 
more just like it. But, if only to 
set the record straight, that house 
wasn't sold in 10 minutes.” 

“T don’t quite understand,” 
Jones answered, his happy smile 
turning quizzical 

Well. here’s why I say that,” 
countered the old man. “IT happen 
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some 
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several important reasons why 


to know Mr. and Mrs. Smith. the 
people who bought the home from 
you, pretty well. In fact I started 
showing them properties about six 
months ago, when they were green 
as grass. They knew nothing about 
neighborhoods, schools, floor plans. 
construction, lots, or values. I 
showed them around quite a bit, 
but I knew I was just doing the 
spade work. They had to make 
comparisons in order to decide 
what they really wanted and what 
was and wasn't worth the price 
asked 

“Tll bet you, even though | 
can’t prove it, that if you'd shown 
them that house you sold them, at 
the price, six months ago, 
they wouldn't have given it a se¢ 
ond thought. The Smiths, you see, 
like a lot of other potential real 
estate buyers, started out with big 
deas of what they could get for 
their money. It took all that time, 
and incidentally the efforts of a 
number of real estate men besides 
myself, to educate them to the 
point where they knew a good 
proposition when they saw one. I 
can blame myself for not keep 
ing after them and quoting them 
the home they bought from you 

“Come to think of it, maybe I 
can prove my point,” the older 
man concluded. “Do you remem 
ber that home on Elm Street? We 
sold it about three months ago for 
the same price as the one the 
Smiths just bought? Don't you 
agree it was almost identical in 
lot, location, floor plan and style, 
but in much better condition?” 

Jones nodded assent 

“Well. I showed it to Mr. and 
Mrs. Smith during the first few 
weeks they were in the market. 
and they practically turned up 
their noses!” 

“IT get what you mean. Q.E.D..’ 
Jones replied, thoughtfully 


same 
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Give Your Doorways 
A “Welcome” Look 


. ee this is a nice house, but 
from the outside it looks like 
every other house on the street.” 


Heard that complaint before? 
It’s heard less often now because 
home builders are using staggered 
setbacks, color harmony, and var 
ied exteriors to avoid monotonous 
row housing 


But another way of quelling 
such complaints that is often over 
looked is in the designing of front 
entrances that offer individuality 
and that ““‘welcome”’ look 


Individuality for homes with 
only small slab porches may be 
achieved with metal or wood lat 
tice work. An “extra” of this kind 
will relieve the blankness and 
straight-line appearance of a home 
and also catch the prospect's eye 


Doors with smart side panels of 
translucent glass, or with adjoin 
ing bay windows, can add to ap 
pearance and also serve a func 
tional purpose by allowing more 
sunlight into the home 


Housewives appreciate the aid 
to a clean house that a sheltered 
entryway provides. Mud and dirt 
can be removed outside instead of 
being tracked into the home 


The entrances pictured here 
have the clean, crisp look and sim 
plicity of design characteristic of 
modern millwork in contemporary 


l 
nomes 











; What Data Do You Need 


> 


for Appraising ? 


Appraising a property is more than a mere matter of mathematics. Investigation 
of economic conditions — market rate for money, types of investments other 
than real estate, knowledge of values, motives behind price — all these factors 
figure prominently in the work of a competent appraiser. This article discusses 
the types of data that should be analyzed and correlated in preparing appraisals 


N view of the close relationship 

between rentals, sales, and ap 
praisals, the best qualified apprais 
er will be the one who has the 
broadest experience in these and 
related fields. 

A knowledge of maintenance 
problems, rental values, operating 
net returns, and costs for 
rehabilitation, replacements, and 
the construction of new buildings 
will enable an appraiser to recog 
nize what is the essential data in 
each particular appraisal problem 

Che most commonly 
in an analysis usually consists of 
a comparison of prices at which 
similar properties have sold within 
a reasonably brief period of time 
his method, in fact, is sometimes 
the only evidence of value and is 
the final determinant in the ap 
praisal 

Price comparisons, however, are 


costs, 


used data 


subject to serious objec tions, espe 
ially at the present time. This sys 
tem is based on what courts define 
as “fauw market value.” This be 
ing the “price at which a buyer is 
willing but not compelled to buy 
and the “price at which a seller is 
willing but not compelled to sell.” 

In actual practice it is rare when 
the ideal condition expressed in 
court decisions exists. Compulsion 
in both buying and selling is al 
most always present. Actual prices 
paid for properties are often kept 
secret 

Appraisal analysis, . therefore 
calls for a scrutiny of the 
motives behind price. Things like 
speculative “buying for the 
and forced times of de 
pression must 
ined 


( lose 


rise 
sales in 


be carefully exam 


In estimating the value of single 
family dwellings, sales prices give 
more desirable data than in most 
other cases. When value of homes 
is considered it must be remember 
ed that the future services of a 
home cannot be measured in strict 
ly economic terms. This is. of 
course, not applicable to homes 
purchased for resale at a profit 
The average price paid for a home 
usually represents the present 
worth of the future satisfactions 
for the buyer 

Other factors entering here are 
those that would alter, in any way, 
the desirability of the home or dis 
trict such as land or building 
restrictions 

Sales prices, then, do constitute 
evidence in determining value but 
it is as evidence and not as final 
proof that they should be consid 
ered 

In all appraisals complete and 
accurate data must be obtained. In 
particular, an appraiser must be 
most careful when providing ap 
praisals for condemnation projects 
For here, it is highly probable that 
both his methods and final opinion 
will be subjected to a thorough ex 
amination 

\ multitude of data must be 
\ formidable list of such 
data follows but it will be found 
that the sources of such informa 
tion are available in 


Set ured 


rather easily 
most instances 
Statistical data with respect to the 


entire oty 


Populat 
iracter of city 
| status of city 
s of population as to en 


November, 1950 


Statistical data with ae to the 
immediate neighborhoox 


Class of population 

Population trends 

Earning power of population 

Building activity in district 

Types of new improvements, if any 

Recreation facilities of district 

Shopping facilities of district 

Educational facilities of district 

lransportation facilities 
district from central business district 

Competitive districts and 
desirability thereof 

lrend of rent levels in district over a 
period of years 

Zoning 

Street 


available to 


comparative 


and alley paving 


General exterior aspects of district 
Data with respect to subject prop 
erty 

Size of lot 

I'ype of character of improvements 

Physical condition of improvements 

The use to which such 

are put 

Obsolescence 

tional 
terioration 

Street 

Alley 

Zoning 

Rental value 

Maintenances 

Net return 

Cost of reproduction 

Sound or physical value 

Economic value if an income produc 

ing property 

Valuation for 

Tax rates 

Amount of taxes for a period of 


improvement 


func 
physical de 


factors if any 


or economnK 


paving 
paving 


taxes 


years 
Spec ial assessments, if 


Highest. best. 


any 
and most profitable use 
Sales and lease data 
Record searches for transactions 
mediate vicimity 
Verification thereof by 


tionaires to sellers 


means 
purchasers 
ers, etc 
p . 
Prope rty 
rent 


offerings 


The investigation thereof and e¢ 
sons wit 


ympari 


subject property 


Appraisal data concerning cities 
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and neighborhoods can be obtain 
ed from local newspapers, cham 
bers of commerce. marketing or 
ganizations, advertising agent ies. 
telephone companies, transporta 
tion companies, educational insti 
tutions, and municipal reference 
libraries 

Real estate brokers and residents 
can also be called upon for desired 
information. 

In any appraisal work the phys 
ical aspects of property can best be 
studied by thorough personal in 
spec tion 

Desired data on records of trans 
actions can sometimes be best ob 
tained from firms dealing with 
this specific activity. Here a con 
cise and complete record of all 
transfers in the immediate vicinity 
can be quickly obtained. 

In one appraisal case a large 
realty firm in Chicago handled the 
appraisal of rights-of-way of the 
Chicago Rapid Transit Lines. In 
handling this project the firm 
found it desirable to use a series of 
quarter section maps showing 
zoning, street paving, alley paving, 
car lines. motor coach 
lines, photographs, and assessed 
valuations. 

They had to consider approxi 
mately eleven thousand transfers 
and ground leases. In many in 
stances a chain of one-half dozen 
transactions were found with re 
spect to a single property Letters 
of verification were sent to grant 
ors and grantees. or 
lessees. asking for confirmations of 

Or for 


cases 


surface 


lessors and 


stated considerations 
actual considerations in 
where those of record were nom 
inal. In many cases follow-up let 
ters, phone calls, and personal con 
tacts were necessary to secure the 
desired information. An accumu 
lation of office records for more 
than thirty years had to be stud 
ied 
income, as such, bears 
little relation to the value of in 
vestment properties unless a thor 
ough sate is obtained of the 
operating and net income 
[here is too much danger involved 
as operating costs vary so widely 
between properties. A buyer is in 
terested in information about the 
ratio between net income and of 
fering price 

Such appraising as 
personal prejudice and preferences 
must be completely disregarded 
and analysis based completely on 
facts and sound principals. An 
open mind, analytical ability. good 
judgement, and reasonableness are 
marks of the competent appraiser 
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Overhead cabinets, cabinet-sink, and a 
new tiled floor transformed the drab 
kitchen at left into the work-saving, space- 
abundant, modern kitchen shown at right 


Two From One 


5 current housing picture 
reflects increasing emphasis 
on modernization of both single 
and multi-family dwellings. A re 
cent remodeling project in Chi 
cago furnishes an example of mod 
ernization techniques that other 
property managers might find 
suitable for their properties. 

By careful planning and the 
choice of apartment-sized plumb 
ing fixtures and equipment, a 
five-room, one-story dwelling has 
been modernized and expanded in 
to practical and comfortable living 
quarters for two families 

At one end of the living room 
area, a partition was built to en 
close space for a new 819x3-5/6 
foot bathroom. A cabinet lavatory 
was built in to provide for bath 
room storage. A shower cabinet 


\ partition at one end of the living room 
was built to enclose space for the bath- 
room, provide wall for new kitchen. Bath 
fixtures along one wall cut piping costs 


nstalled was recessed approxi 
mately four inches to allow room 
for a clothes hamper on an opposite 
wall. By having all plumbing fix 
tures along one wall, plumbing 
and behind-the-wall piping 
costs were held to a minimum 
The new partition in the living 
room now also serves as one wall 
of the kitchen in the new apart 
ment. Both the remodeled kitchen 
at the rear of the house and the 
new kitchen are identically equip 
ped for maximum working space 
Overhead steel cabinets now hold 
all the kitchen utensils that wer: 
previously too scattered to give the 
housewife an efficient kitchen ar 
rangement. Single bow] sinks with 
flanking counter space and addi 
tional drawer and cabinet space 
make kitchen tasks much easier 


costs 





Washington, D.C. 


Enclosed garage completed last year at an approximate cost 
of $500,000 by the Cafritz Construction Company. Used pre 
dominately for customers of near-by hotels. Located on the 
edge of retail business district. Has capacity of 400 cars, 
parked by attendants. First hour: 34c; 10c each additional 
hour. Attendants pick up and deliver cars to hotel entrances 


Newark 


L. Bamberger & Company has seven “Bamparks” within 
radius of two blocks of the store. All together can hold more 
than 1000 cars at once. Total cost excluding land and rental 
was $120,000. Parking charges are on claim check system 


Oakland 

More than 1,250,000 cars per year are handled in the seven 
city lots with capacities ranging from 58 to 250 cars. Self 
parking is available in most of the lots. When ticket is vali 
dated, rate is one-hour free; 10c, second hour; 1 5c, third hour 
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What's Being Done About 
the Parking Problem ? 


Y mid-morning of a normal business day, when 

the customers, clients, and patrons arrive down 
town in the average American city, the only parking 
spaces available either at the curb or in the so-called 
fringe lots are usually at least three or four blocks 
from their destination. 

What can be done about it? Parking meters have 
helped discourage all-day parkers who usurp close 
in space. Now, many cities are raising parking meter 
fees and decreasing the time limit to stop feeding 
of meters by long-tume parkers. A Midwestern city 
recently installed 10c meters for half hour parking. 

Better use of existing facilities is another way cities 
can help solve their parking problems. Surveys show 
that parking lots and garages are not used in pro 
portion to the demand for space. Reasons: poorly 
graded “eyesore” lots, inefficient layout of parking 
stalls, inadequate lighting for night parking, incon 
spicuous signs. 

In many cases, municipal regulations covering one 
or more of the following can produce better opera 
tion and maintenance and encourage greater use of 
lots and garages 

1) Size and location of entrances and exits. 

2) Appearance and physical condition of the fa 
cility. 

3) Financial responsibility for damage or loss of 
vehicles. 

4) Proper posting of parking rates but not to in 
clude control of parking fees 

5) Adequate lighting for night use. 

6) Provisions of fences or raised curbing to pre 
vent encrouchment on adjacent sidewalks. 

7) Prohibition of moving cars from one lot to an 
other or onto public streets during overflow periods. 

8) Requirements that all attendants be qualified 
by suitable examination 

Some larger cities have made better use of fringe 
lots and garages by providing better public trans 


Miami 

Ingraham Parking Garage, built by Model Land Company, 
is L-shaped, covers a ground area of 40,000 square feet 
Four floors and top roof deck give capacity of 659 cars. 
Eight air-conditioned stores occupy first floor space 
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Everyone in real estate . . . builder, broker, prop- 
erty manager . . . has a stake in the parking 
puzzle. Open-air garages, parking in the build- 
ing, better metering systems, larger and better- 
controlled parking lots are devices being used in 
many cities to alleviate traffic jams that are 
depressing downtown values. These solutions 
may suggest the correct parking plan for your city 


portation from these facilities to centers of the busi 
ness district. 

Surveys disclose that a large portion of shoppers 
do not know where parking lots are located. In some 
communities small, simple maps of the business dis 
trict are printed on 3x5-inch cards, given wide dis 
tribution through pass-out procedures in stores or by 
enclosure with monthly bill 

Open-air garages, parking-in-the-building. ramps 
larger lots, as shown on these pages, are tangible 
solutions to the parking problem. Cost and land avail 
ability have been the major barriers to overcome. 
but joint efforts of businessmen and advancement in 
design have led to some of the better developments 
in off-street parking fac ilities 

Three ways are most popular in financing such 
projects 


s 


1) Formation of an unincorporated group, through 
voluntary joint efforts of town merchants, to pur 
chase land, build and operate both garages and 
Each member contributes an initial sum and then is 
assessed additional yearly amounts depending on 
method of financing to take care of maintenance 

2) Formation of a parking corporation established 
by legislative act with the power to issue stock. Each 
merchant and businessman purchases stock on the 
basis of gross sales of his organization 
3) Chambers of Commerce have studied the local 
problem, purchased land, constructed the facilities 
and then either operated the facilities itself or leased 
it to an operating company or small group of busi 
nessmen. Financing is handled by contributions from 
members directly effected in proportion to the bene 
fits derived and ability to pay 


ots 


Columbus 

A maximum of 1900 shoppers have used the F.& R. Lazarus 
and Company's 740 car open-deck garage (cover photo) in 
one day. Located within block of department store. Garage 
is owner-operated with attendants. Parking rates 2% first hour 
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Los Angeles 

Constructed by the General Petroleum Corporation at cost 
of $1,000,000. Serves exclusively all-day parkers. Has single 
continuous ramp 60 feet wide. Over 487 cars can be parked 
directly on ramp itself. Drivers descend to street level by cle 
vators or stairways. Charges $15.00 per month for employees 
of General Petroleum Corp.; $25.00 for other daytime parkers 


= 


= 


Le ee 


Cincinnati 

Five floors of open decks for 1000 cars built by the John 
Shillito Company. Operated by the store on leased land 
Financing done by the store at a total cost of $850,000 
Serves all types of parkers with attendants parking the cars 


Miami 


Built for $4.00 a square foot by individual investor and prop 
erty owner. Leased to Miami Parking Garage, Inc. Holds 
640 cars, overflow taken care of by 250 lot in rear. Serves all 
parkers. Belt man-lift type clevator permits attendants deliy 
er cars in maximum of three minutes. Charges 2% first hour 
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ook At New Apartments 


New apartments, rapidly mushrooming up across the country, show an increasing 


awareness by owners and builders of the demand for tenant conveniences 


eIN INDIANA 


One of the largest apartment projects built in the United States 
since World War II is the $514 million. 658 one- and two-bed 
room Meadowbrook Apartments in Indianapolis. The develop 


ment consists of 51 acres of landscaped terrain, 37 separate 
buildings with 12 to 27 units per building. and an adjacent 15 


acres containing parking areas, theatre. and shopping center 
Approximately five and one-half miles of Webster baseboard 
heating went into the project to provide tenants individual con 
trol of room temperatures. Each building has its own separate 
oil-fired heating units. Rentals average $90 per month including 
refrigerator, range. heat, and water. Bathrooms have combina 
tion shower and tub, floors are asphalt tile, and each unit has 
four closets. The color scheme of pastel shades blends into walls 
and ceilings. Each building has three to six entrances, arranged 
to eliminate long hallways and to provide informal groupings 
of four apartment entrances at each doorway. Grounds are t 
maintained by the management. General contractor for the pro 
ject was Mars Engineering, Inc.; architects, Allen and Kelley 


o be 


e@IN NORTH CAROLINA 


lo help solve the increased demand for housing 
accommodations on military bases, Weaver Con 
struction Company, Inc., Greensboro, North Caro 
lina, and Loving and Company. Goldsboro, Nortl 
Carolina, are constructing 1000 dwelling units at 
Fort Bragg. North Carolina. Constructed 
provisions of the Wherry Military Housing Bil 
the $10 million project will have 600 apartment 


in 124 buildings and 400 single-family houses. Th 
builders, who will also retain management. lease 
1 275-acre tract of land from the U.S. Army ¢ 
the development The rentals range trom 5S 
$105 per month and all units are equipped 
stoves and retrigerators The housing units 
manufactured by American Houses, Inc 

York. Initial occupancy was scheduled { 
ind entire project is to be completed im 


e@IN NEW JERSEY 


An impressive example ot low-cost apartment rentals ts the 
two-story, 324-unit Barrington Manor project in Barrington 
New Jersev. Scheduled for completion this Fall, the Colonial 
rchitectural-stvled development is situated on 20 acres of roll 
iw terrain. 15 acres of which are devoted to gardens, lawns 
lav areas. and parking areas. The one-bedroom apartments 
rent for $57.50 and the two-bedroom apartments rent for $69.50 
These rentals include all utilities except electricity. The all 
electric kitchens have a G.F. refrigerator and three-plate range 
Bathrooms are fully tiled and have showers. Floors are oak 
hardwood and heating is by t aseboard radiant systems. A spe 
il area of 350 cule feet has been set aside in each apartment 
addition to other big closets. This 
lea Was ust to ¢ ruinate e me i building lockers im the 
ed with automat 


is exclusive storage space 


basement. Central | 


‘ 

v1 
washing ng. | a y machines Barringt Di 
Manor Constructio ( dward Cox. architect 
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In one of the 
an apartment project, the 


most unusual settings ever given t 


284-familv, $3145 milhor 
located on the site 
Estate in Flora! 

since 1876, thi 


Childs Garden apartments are 

of the world-renowned Childs 
Park \ show place 
area has many gardens and arbors that are 
retained to add beauty to this suburban develop 
The 32 two-story brick have off 


fover layouts with four apartments on each floor 


Long Island 
being 


ment buildings 


wall-to-wall carpeting and con 
Rentals start at 
month for two-room studio apartments 


The units have 


vector radiation-type heating 
$58.50 per 
S74 for 
month for the four and one-half room suit 


a built-ar 


three rooms, and increase to $110 per 
Batl 
vanity and four-foot murt 


| -foot 


rooms have 


ind colored tile. Each living room has a 
Individual garages 
The builder, Robert 


Great Neck, New York 


gned Cungerbread house 


rotor operated scenic window 


are furnished each nant 
Metrick 
built a speciall 

serve “as J lay nursery 


Architect { the 


Compan 
have 


lents 


ston M-unit cooperative apartment 
450 Astor additio 
north side skvline. A 

structure on wood piles las an exterior 
bu colored 
and was built at a total cos 1.276 


ete drives lead to canoy 


Street, 1 recent 


ros neat reinfo 


W ide 
Herculite 
ranite, whicl 


stibule ’ modert 


brick with Ir 1 limestone 


glass entrance doors framed im black 
through a glass 

The apartments nd the " é roon 
penthouses, ¢ served ti ‘ igh 


speed 
' " 


evators t ) } wo- bee ” apartment 1as 
1 6x8-foot balcor erloo 4 ike Michigar 
The lavout of tl lding is su that 
nents ma be made 

tv batt 
vner. Kitchens conta 
j 


me ol 


the rac 


nostat 


iant-tyvpe heating 
controls, permitting bedroom 
n the other roon The 


Street Cor 


eparately fro 
building is the ) Asto 
the Kollie Foraker Company are th 
tractors. R h C. Harris is t architec 


{ mipar ire the 




















By BERT V. TORNBORGH, CPA 


PURCHASE- MONEY MOR 
GAGE, when paid off at less than 
face value before maturity, gives 
rise to ordinary loss to the mort 
gagee, according to Treasury regu 
lations (whether or not mortgagor 
is solvent) and the amount of the 
‘discount’ is taxable as ordinary 
income to the mortgagor. (1.T 
O18 


QUARTERLY REMITTANCES 
to the Treasury for social security 
and income taxes withheld 
now reported on Form 941. The 
Treasury announces that if this 
form is filed, accompanied by de 
positary receipts showing that tax 
es were properly deposited on 
time during the whole quarter. 
then the return (form 941) need 
not be filed until the 10th day of 
the month following the 
end of the quarter. For the fourth 
quarter of 1950, for instance, this 
would mean that the return would 
be due on January 10th, instead 
of December 31st. as heretofore 


are 


Se ond 


\ REALTOR SOLD HOUSES 
which had been rented during the 
wartime 
houses 


mary 


restrictions on. sales of 
Che court ruled that “ordi 
income” resulted from such 
sales 


\ CONSTRUCTION COMPA 
NY claimed a loss on termination 
of contract, in a certain tax year 
The tax court, examining the 
facts, found that the other party 
to the contract was financially un 
able to carry on under the con 


tract beyond the year before 


Hence the loss was claimed one 
tax year too late. Here, as with 
bad debts. the time of loss is an 
important factor 


A TITLE INSURANCE COM 
PANY sold property it acquired 
through foreclosure, after having 
completed certain partially finish 
ed improvements. The tax court 
ruled that the loss was an ordinary 
fully deductible, and not 


loss, 


coming under the capital loss limi 
tations 


POKER WINNINGS are. tax 
ible income, an army colonel 
found out from the Circuit Court 
of Appeals. Not only that, but the 
court levied a_ negligence 
penalty against the colonel for not 
reporting the winnings in the first 
place, although the taxpayer con 
tended he did not know that this 
type of income was taxable. Poker 
losses? No, they are not deducti 
ble except as an offset to other 
wagering gains. and no net loss 
may be claimed in any event 


also 


. . . 


MORTGAGE PARTICIPA 
PIONS. concededly held by a tax 
paver for imvestment purposes, 
were capital but the tax 
court ruled the retirement of the 
participations was not a “sale or 
exchange.” Therefore capital gains 
provisions did not apply in this 
case and profit was ordinary im 
come 


assets 


REALTY WAS SOLD by the 
stockholders of a real estate im 
provement company, who had a 
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quired the realty as “liquidating 
distributions” from the company 
The stockholders claimed capital 
losses on the sales. The court ruled 
capital loss provisions did not ap 
ply because the stockholders mere 
ly continued the corporation s 
business of managing and dispos 
ing of the properties. 


IMPROVED INCOME 
DUCING REALTY is. the tax 
court in the Hazard case said. 
“used in the trade or business of 
the taxpayer” whether or not he 
engages in any other trade or 
business. This means such realty 
would not be a capital asset. But 
the Treasury regulations are to 
the contrary and in line with 
them a District of Columbia court 
has now held that the mere fact 
of improved realty being “held 
for the production of income” does 
not ipso facto mean that it is “used 
in trade or and there 
fore not a capital asset. There is 
a hot-and-cold wind a-blowing 


PRO 


Dusiness 


RENTING A HOME was found 
impossible by a minister-taxpayer. 
who then used his housing allow 
ance toward the 
house. It held 
properly exclude 
lowance 


purchase of a 
that 
the housing al 

the total of his 


Was he could 
from 
gross mcome 
. . . 
REASONABLE SALARY 
the issue in the case of a company 
selling waterproofing materials, 
and paving its president $25.000 
The tax court held that the 


Was 


Was 


a year 


amount reasonabl 
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Metal License Tags 


Builders are becoming more aware of the value 
of unusual promotional methods. Gross-Morton Com 
pany, Glen Oaks, New York, makes available to 
residents of Glen Oaks Village. a metal plate that 
may be attached either to the state license or front 
bumper of a car. White lettering on a dark green 
background spells out “Glen Oaks Village.” This ad 
vertising stunt provides excellent “rolling” adver 
tisements for the village. 


Goodwill Builder 


After completing a sale, Allison Dean and Asso 
ciates, Portland, Oregon realtors, mails a form card 
to residents of the neighborhood that contains details 
about the customer that will interest his neighbors. 
The card is an announcement of sale and a request 
to call. Little time or expense is involved in this 
goodwill service. The idea also helps acquaint the 
customer's neighbors with the realtor’s policy of giv 
ing more services than is ordinarily expected of real 
estate agents 


Make Your Words Count 


Realtor Ira E. High of Boise, Idaho, has several 
rules of salesmanship that help in his office. 

Every man stamps his own value upon himself. 
Work the three “I's” initiative, intelligence, and 
integrity and you will work yourself into a deal. 
Guard your integrity and maintain the trust and con 
fidence of your clients. Make promises sparingly. 

rhe matter of selling is contacts, and salesmanship 
is simply helping people make up their minds. The 
first 10 words you say are more important than the 
next 10,000. When you are selling a home or a farm, 
don’t say, “this one” ask, “which one?” Always 
give prospects the choice of one thing and something 
else. Never send a prospect out to look at a property 
himself. 


Home and the New Baby 

The James W. Fisher Agency, Spencer, Iowa, uses 
a basic appeal for a “home of your own” that puts 
“punch” into advertising 

The lead-off for copy “Not so many years 
ago a woman used to go to a doctor to see if she could 
have children. Today she must go to the landlord.” 
Many prospects for rentals have met with the “No 
Children” stipulation. Others who are renting, may 
have to move because they want to raise a family 

The Fisher agency points out that home owners 
can raise a family with no fear of losing the roof 
over their heads. By getting a home of their own 
they ll be free from landlord restraints 


Says, 


Picture Postcards for Clients 


Lane Realty of Deland, Florida, has a complete 
photographic darkroom in the firm’s offices. When 
a sale 1S ¢ losed. a customer Is provided with as many 
picture postcards of the home as may be desired. In 
some instances. as many as two thousand postcards 
have been furnished 

The firm has found that buyers. especially those 
from out of town, like to be able to show the folks 
back just what kind of cottage or mansion 
they've bought. In addition to pleasing the client. 
Lane Realty with 


home 
these picture postcards provide 


much out-of-state advertising 
The idea grew out of the usual practice of obtain 
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ldeas 


THAT HELP SELL 








ing a good photo of every listing received, With the 
picture negatives already in hand, the firm figures 
that the benefits from postcard advertising far out 
weigh the additional expense involved 


Tele-Listings 

With the growing popularity of television as a 
medium for advertising, Marvin Muller, Grand 
Rapids, Michigan realtor, has had much success with 
his television listing show. To help bring this show 
to prospect's attention he inserts, between each of 
his newspaper classified ads, the line, “A Tele-Listing 
Tonight at 6:55.” 


Selling by Analogy 


Homely illustrations often make the strongest im 
pressions. Realtor A. H. Voelker, Glendale, Cali 
fornia, compares work of selling to pleasure of fish 
ing. Five steps set forth his points. 1) You take you 
equipment which is your listing. 2) You bait 
your hook . . . which is comparable to advertising a 
property. 3) You cast your line, keep it there till you 
get a nibble the nibble is the answer to your ad, 
inquiry, or sign. 4) You get your fish on the line 
this is your buyer, don't let him get off the line 
4) You get your “fish” into your sack 
when you close the deal 


this is 


Success Breeds Success 

Chere’s an answer to how a prominent real estate 
firm “gets that way.” Calling his organization a 
“Real Estate Department Store,” Realtor Arthur A 
Want some ideas to help overcome ‘‘see- me - 
later’ prospects . . . some common-sense rules for 
your salesmen .. . a suggestion for putting force 
in your advertising copy ... an inexpensive way 
to increase your out-of-town advertising . .. some 
proved methods for creating client - goodwill? 
Methods and techniques discussed in this feature 
may suggest profitable ideas to use in your office 
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Because business with Realtor Arthur E. Biard of San Antonio 
can be a one-stop operation, he has nicknamed his new offices a 
“Real Estate Department Store.” The Biard organization builds, 
manages and merchandises residential properties in San Antonio 


Biard, San Antomio. offers these common-sense rules 
lor his salesmen 
1) The best time to make a sale 

just made one 
Selieve nobody. Find out for 
Romance the house 
Find the motive and you'll make the sale 
Talk to others about your sale only after vou ve 


is When vou ve 


voursell 


made it 


Show, and keep showing house until you've 
made the sale 

Sell the 
Cozy 


Do it now 


property at the site noi 
room 


Don't wait until tomorros 


Conspicious On-Street Ads 


Traders Realty Cor 
poration ol 
Illinois. 
advertising 
on 101 
paper 
the downtown area 
The containers have 
panel posters on all 
This man 
advertising Is 


) 
a 2 » 
Ay Pee oe rs ne Peoria. 


vane Moe seam | 

aay places firm 
poster Ss 
new wast 


containers n 


four sides 


ner of 


TRADERS. 
REALTY 


shared with any 


other concern that 


contracts for ad space 


in at least twenty 
locations 


picks up the 


wastepaper and = an 


live 
city 
advertising wency 
owns and services the containers 


“Let Me Think It Over’ 


Here are 
come the “see 
braska Realty 

Almost 
port where the 
think it 


salesman is not to 


some valuable suggestions to 
me-later 


News 


every 


prospec ts. 


Sugvested 


transaction 
Well 
Excellent Strategy 
but to 
This will impress the prospect that you are not 


real estate 
prospect ays 
ver for awhile 


1 


condemn sugyvest 
oul 
desperate for a sale. Be sure not to leave the 
mind that 
Rather, make the 

you wall call in a day or two or “late 


impres 
sion in the prospect's 
the 
that 
week 

subconsciously, in the prospect's mind that he is 


vou 
matter for good 


This will leave the impression. consciously 


| he 


time 


concentrate on this partic ular property and is not to 
go off on some wild hunting spree of his own. 

This “callback” stage is often the pitfall for many 
salesmen. When you call back, do so at an unex 
pected time .. . preferably at some time prior to the 
time intimated at last meeting with prospect. When 
you call back suggest a new angle to the problem 
Don’t use such a negative approach as, “Have you had 
any time to think about this property, Mr. Prospect?” 
If you have something new to offer, the prospect will 
feel that you really came in unexpectedly to give 
him additional information and_ that 
just merely being a nuisance 


you are not 


Automatic Salesman for Realtors 


When Realtor Armond D. King built a new of 
fice in Skokie, Illinois, he wanted to find a natural 
and effective wav to determine what type property 

prospects were interested 

in. And he also wanted 

to be able to show them 

colored photos of homes 

available in the com 
munity 

In searching for a way 
to carry out his scheme, 
he found an automat 
slide projector called 
“Admatic.” This ma 
chine could show’ as 
many as thirty. full 
2x2-inch slides pro 
jected on a 15x22-inch 

Normally these 
changed auto 
every SIX Se« 


color, 


screen 
pi tures 
matically 
onds. However. it is pos 
sible to hold one photo on the screen indefinitely. 
while the features of the home are being explained 
The machine is displayed in the window of the 
firm’s offices at night and Mr. King has noticed that 
many people passing his window stop and watch the 
continuous showing of the homes he has listed 
Salesmen of the firm take the original pictures of 
the homes and then the film is developed by Eastman 
Kodak Company. The cost for the film including de 
velopment for each picture. is less than thirty cents 


Put a “Dingle” in Sales Talks 


Not all prospects who come to your office are go 
ing to buy a house. They may 
ing. but they want to be convinced 

Smart realtors know this and cash in on then 
knowledge. How? By bombarding prospects with argu 
ments for becoming owners 

The smart realtor will put a “dingle 
ments. Here, for example. is the way Mr 
tor would present one argument 


be interested in buy 


into his argu 


Wisereal 


“John Dingle, the grocer down the street. bought 
a house from us the other day. Last month, you see. 
Dingle’s landlord decided he needed Dingle’s place 
for himself. Well, Dingle came to us and bought a 
house in less than an hour. Know what Dingle told 
us? That he was glad he was evicted. It opened his 
Why. he told us that 
could buy 
If the receipts 
Yep. just ask Dingle 
if you don’t believe that it’s cheaper to buy a house 


The Minneapolis Realtor 


eves for the first time in years 
with his old rent receipts he 


like the one he 


were worth anything, that is 


two houses 


Was tossed out ol 


than it is to rent one 
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By GEORGE F. ANDERSON 


i be parties entered into a Real 
Estate Sales Contract, Chica 
go Real Estate Board Form 670 
The duly delivered to the 
buyer a Report of Title in pursu 
ance to the terms of the contract. 
You will remember that this con 
tract provides that the buyer is to 
the deal within five days 
after receiving the Report of Title 
showing a good title. On the sixth 
day the buyer called up the seller 
and said he ready to 
The seller said, “You're too late. 
According to the contract the deal 
should have been vester 
day.” The buyer said, “But I'm 
only one day late. what's a day?” 
The seller said, “A day is a day, 
and it’s a breach of contract.’ 

It seems harsh but I think the 
eller is right. The contract pro 
vides that time is of the essence of 
the contract, and these are impor 
tant words, and mean that per 
formance must be prompt. Noth 
ing can excuse the buver except 
fraud, accident or mistake. He'll 
try hard to think of some mistake 
or some accident that caused the 
delay and the Court will try hard 
to agree with him. otherwise he 
will have to forfeit his earnest 
money of $5.000. It may cost him 
$5.000 to learn this little 
but don’t let it cost 
much 
of promptness in the performance 
of a contract, and comply with it 


seller 


( lose 


was close. 


( losed 


le sson. 
you. that 
temember the importance 


F a lease provides that the land 

lord may terminate it at any 
time he likes. the tenant has a 
similar right. but it is strange to 
say that if a lease provides that 
the tenant has a right to terminate 
it at any time he likes, it does not 
follow that the landlord has a 
similar right. Burby on Real Prop 
114, says An estate 
terminable at the will of the les 
sor is also, by implication, termi 
nable at the will of the 
Whether the converse is true 
an estate terminable at the will of 
the lessee is also terminable at the 
will of 


erty, sec 


1 
lessee 


the lessor is not clear 


the authorit es 


under 
fis owner of 
it. the 
igreeing to pay 
of $5.000. The 
well. and had to get a second mort 
$2,000 to help him 
through. but even this didn’t put 
him on a sound financial basis 
he cleaned up his debts 
for the time being and the rest of 


a building sold 
buyer assuming and 
the encumbrance 
buyer didn't do so 


gage of 


because 
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When a buyer agrees to pay an outstanding mortgage, is original 


mortgagor entirely free from any liability? Can a seller void a 


contract and keep earnest money when buyer is one day late in 


closing deal? Is a lease that is terminable at will of lessee also 


terminable at will of lessor? Here’s your legal advice on such cases 


the loan vanished. When the first 
mortgage the grantor 
picked it up uncancelled to pro 
tect himself. ‘The holder of the 
second mortgage filed foreclosure 


came due 


claiming that his mortgage was a 
prior 
gage having been wiped out by 
pavment and merger. I don't think 
this contention 
When a grantee 


lien. the original first mort 


will stand up 
has assumed and 
agreed to pay ! 


mortgage, pay 


ment by the original mortgagor 


operates as an equitable assign 
ment. It is not a situation without 
any doubt. and if 
yourself in a 
don't make a 


and 


you ever get 
like that 
without the 


guidance ol a good 


Situation 
move 
adv ice 
lawver 


real estate 


are many building re 


fp RI 
strictions that provide that no 
building shall be 
stated 
When the 


erTec ted to cost 


less than a price, such as 


S$5.000 restriction was 
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stated would 
erect an attractive house, but with 
the present high cost of building 
it would only erect the cheapest 
kind of a house, destroying the ap 
pearance of the whole block and 
object of the 


imposed, the price 


defeating the entire 
restriction 

In the case of Fritz vs. Beem 
55 S.E. 2nd, 513. 161, A.L.R. 1124 
it was contended that the restric 
tion should be interpreted to mean 
that the house erected must be one 
that would have cost the amount 
stated at the the 
was imposed 


time restriction 

The court held that a dollar is 
1 dollar and that the restriction 1 
complied with by the erection of 
a building costing the number of 
dollars specified, 
the imposition of 
the gold 


been reduc ed 


although 
the restriction 


the dollar ha 


ice 
content of 


For a collection of cases on suct 


161 A.L.R. 1131 


restriction ee 
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Rent Controls Ruin Housing in France 
By LEONARD P. REAUME* 


ome repeated extension of rent control in France, 
since 1914, has brought rental housing owner 
ship to virtual ruin. The government is now finally 
recognizing that no country can have good housing 
while the income of ownership is held down without 
also holding down the expenses of ownership. 

France enacted a new rent law, effective in 1949. 
which permits owners to raise rents 20% every six 
months until 1952. It is estimated that rents will 
then have risen to a point equal to 12% of tenants’ 
income In 1948, rents equaled three percent of ten 
ants income 

In a speech at the Fourth National Congress of the 
Managers of Real Estate, France’s minister of Re 
construction and City Housing made the statement. 
we must absolutely stop the project which tends to 
disassociate the amount of rents paid by tenants with 
the level of their salaries ; 
We Americans should pay particular attention to 
such an important statement by the 
French government 

France is endeavoring to build what is called co 
operative housing and low-cost housing. These pro 
jects are financed with long-term. self-liquidating 
loans at two percent interest per year, with no in 
terest charge for the first five years. This is practi 
cally ruining the money lending business in France 
with the result that it is almost impossible to borrow 
necessary funds to finance real estate projects 

In addition to control of rents on residential proper 
ty there is also control of rents on commercial prop 
erty. The position of the tenant of a commercial 
property in France is so superior to that of the owner 
that no one desires to own commercial property occu 
pied by commercial enterprises 

| had occasion to analyze the value of a business 
property im the city of Rouen, for the purpose of 
selling the property for an estate. My first attempt 
was to offer the property to the tenants who now 
occupy it. | was advised that the tenants would not 
pure hase the property at any price, not even for one 
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year’s rent, because they preferred to continue their 
advantageous position as tenants. Competent real es 
tate brokers in Rouen told me that this property was 
absolutely unsalable. 

A person who buys real estate in France must pay 
a transaction tax ranging from eighteen percent to 
twenty-five percent of the purchase price. 

The continued practice of rent control is thorough 
ly discouraging investment in rental property. Such 
governmental practice could ultimately drive the 
tenant class into the poorest kind of housing accom 
modations. 
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State of Iowa, County of Linn, ss. Before me, a notary public in and for 
the State and county aforesaid, personally appeared Herbert S. Stamats, 
who, having been duly sworn according to law, deposes and says that he is 
president of the owner of the Nationa Rear Estate anv Buitpin« 
JounnaL, and that the following is, to the best of his knowledge and 
belief, a true statement of the ownership, management, etc., of the afore 
said publication for the date shown in the above caption, required by the 
Act of August 24, 1912, as amended by the Act of March 3, 1933, em 
bodied in section 537, Postal Laws and Regulations, printed on the reverse 
# this form, to wit 


1. That the names end addresses of the publisher, editor, managing 
editor, and business manager are: Publisher, Stamats Publishing Co., Cedar 
Rapids, lowa; Editor, Ralph H. Clements, Cedar Rapids, lowa; Ma 
Editor, Harry B. Fawcett, Cedar Rapids, lowa; Business Manager, Herbert 
S. Stamats, Cedar Rapids, lowa. 2. That the owner is If owned by a 
corporation, its name and address must be stated and also immediately 
thereunder the names and addresses of stockholders owning or holding 
one per cent or more of total amount of stock. It not owned by 
a corporation, the names and addresses of the individual owners must 
be given. If owned by a firm, company, or other unincorporated concern 
its name and address, as well as those of each individual member, must 
be given.) Stamats Publishing Co., Cedar Rapids, Iowa, a corporation 
of which the common stockholders holding one per cent or more of the 
total outstanding stock are Herbert S. Stamats, Isabel R. Stamats, Delbert 
RK. Ashby and Guaranty Bank & Trust Co., Trustee for Sarah Jane Hedges 
and for Peter O. Stamats, all of Cedar Rapids, lowa. The preterred stock 
holders holding one per cent or more of the total outstanding stock are 
Georgia M. Beardsley, Lenore K. Chehak, John E. Dameron, Charles $ 
Day, Alfred E. Durin, Edwin C. Evans, Mary Zoe Figge, Edna Westfall 
Foster, Frances H. Foster, Irma T. Holloway, Ada L. Stewart, A. ¢ 
Stewart, Forrest W. Stewart, United Casualty Co., T. J. Krebs, Delbert R 
Ashby, all of Cedar Rapids, lowa. 3. That the known bondholders, mort 
gagees, and other security holders owning or holding 1 per cent or more 
of total amount of bonds, mortgages, or other securities are None 
4. That the two paragraphs next above, giving the names of the owners 
stockholders, and security holders, if any, contain not only the list of stock 
holders and security holders as they appear upon the books of the com 
pany, but also in cases where the stockholder or security holder appears 
upon the books of the company as trustee or in any other fiduciary relation 
the name of the person or corporation for whom such trustee is acting, is 
given; also that the said two paragraphs contain statements embracing 
affiant’s full knowledge and belief as to the circumstances and conditions 
under which stockholders and security holders who do not appear upon 
the books of the company as trustees, hold stock and securities in a capac 
ity other than that of a bona fide owner; and this affiant has no reason t 
believe that any other person, association, or corporation has any interest 
direct or indirect in the said stock, bonds, or a securities than as so 
stated by him 

Signed) Herbert S. Stamats, President 
me this 30th day of September, 1950 
commission expires July 4, 1951 
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What's Happening to the Value of Mansions? 


By W. GORDON JOHNSTONE, President 
Joh & Joh Inc. 


Detroit, Michigan 





ARDLY a month passes without someone asking 

what the future holds for the beautiful mansion 
type homes in almost every city across the nation 
It is a natural question because it is fairly obvious 
that with our present tax laws, it is no longer pos 
sible for owners to occupy and maintain these huge 
establishments out of income. 

These relics of grandeur, which fostered such lav 
ish living during the early years of their existence. 
today offer no appeal to the younger generation, who 
want no part or parcel of their families’ treasured 
brick and mortar heirloom. A new sense of value, 
and I don’t mean dollars and cents value, seem to 
govern their mode of living, and has eliminated any 
yossibility of their taking over and running the old 
semen ... even by those financially able to bear 
the burden of taxes, upkeep, and staffing 

Most of the building of these large homes took 
place in the Twenties. Fortunes were made over 
night, and concrete evidence of success sprang into 
being with the pouring of the footings. Entertaining 
and gracious living reached a new high, and it was 
not until the depression of the Thirties that the let 
down took place and the decay of the mansion idea 
was seen. 

The difficulties were thought at that time to be 
depression-based, and many believed that with the 
return of economic normalcy large homes would 
again find favor. Such wishful thinking, however, 
did not bring results, and up to the present, nothing 
has happened to offer encouragement that these 
castle-like homes would resume their place in the sun. 

From the standpoint of eye appeal and local pride. 
their demise is regrettable. These homes certainly 
provided a great frame for the American picture. 

But the facts of life proved too much for them and 
the three chief reasons for their decline, probably in 
order of their importance, are as follows 
1. The difficulty and cost of staffing these proper 
hes. 

2. Taxes. From the standpoint of original cost, little 
objection can be made to these assessments. However, 
the Michigan statutes, for example, provide that 
property be assessed at true cash value, and this. in 
most cases, is far below the cost of reproduction, less 
depreciation . . . the basis of assessing used by Michi 
gan tax authorities. 

A survey prepared by several local brokers, testi 
fying in court on the assessment involving a $250, 
000 home which sold for $40,000, showed that houses 
off the Grosse Pointe shoreline were assessed: at 49% 
of the price at which they were sold, while those on 
the lake of the mansion type, were assessed at 235% 
of their sales price. 

On this premise the case was brought into court 
on the basis of discrimination and fraud. After much 
testimony, a decision was rendered in favor of the 
owner to the effect that the sales price did represent 
true cash value. The case is now being cniaied 

3. The modern generation is not interested in these 
homes under any circumstances. 

Conclusive evidence of the mansion swan song lies 
in examples of local large properties sold during the 
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past five years. These show the loses some owners 
have had to take to attract buyers. 


Top Value 
Asking Price 
or Replacement 
Property Estimate 


A $ 150,000 
B 90,000 
> 135,000 
7m 350,000 
E 400,000 
F 325.000 
G 375.000 
H 250.000 
I 235,000 
J 85.000 
K 175.000 
¥ 110.000 
M 1.400.000 


Reported 
Sales 
Price 

$ 32,500 

25,000 

28,000 

23,500 

42,500 

25,000 

50,000 

40,000 

45,000 

20,000 

35,000 
18,500 
50,000 


$425,000 
32.692 


Total 
Average 


$4,080,000 
313.846 


Similar results can be shown from sales in other 
parts of the country. All offerings are at a price con 
siderably under the replacement cost less deprecia 
tion 

Whether the war and newly acquired wealth will 
bring a Renaissance of this type of living, I do not 
know, but my guess is that these super duper homes 
are a thing of the past. 


“$3300 Down” Doesn’t Scare Buyers, 
Chicago Builder Finds 


/ IMBALL Hill, former president of Smith and 
Hill, Inc., large Chicago site prefabricator, ran 
an advertisement October 14 in the Chicago papers 


featuring $3,300 down 
REM HOME LOAR CORES ment on a $12,500 
x WON'T sToP You From ['* 


nouse, and had as big a 
BUYING A rau WOHE response as ever. 


The ad capitalized on 
the interest in “Regula 
tion X” and was headed, 
“New Home Loan Curbs 
Won't Stop You From 
Buying a P.&H. Home.” 
A large “X” with the 
words “Regulation X” 
was inc luded in the head 
line. The advertisement 
pointed out that the to 
tal required was only 
$3,300, or an increase of 
only $100 in the down 
payment requirements 

The P. and H. house 
on exhibit brought nu 
merous immediate sales and leads, which the build 
er says was comparable with similar model house 
showings early in the summer. He said traffic was 
obviously composed of people who were seriously in 
terested, and bad the downpayment requirements 
“Practically everybody who came to see the home 
was prepared to make a downpayment of $3,300,” 





re Lr od 
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786 Lee Gt, Ces Pisines §=«VAnderbat 42008 
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Yip Magness 


Re-designed Garbage Disposal Unit 

A new General Electric disposal unit, streamlined 
to match other modern kitchen appliances, is said 
to be at least fifty per cent quieter than previous 
models. A new aekien mechanism with an extra 
cutting action mounted in rubber helps reduce oper 
ational noise and lenghten the useful life of the ap 
pliance. 


Color-Matched Aluminum Mouldings 


A new line of Marsh Color-Matched Aluminum 
Mouldings to match every Marlite plastic-finished 
panel color has just been introduced by Marsh Wall 
Products, Inc., Dover, Ohio. Available in 11 colors, 
each moulding is produced in eight-inch lengths 

The exclusive plastic finish seals out dirt. grease. 
grime, and moisture. Shapes available are inside cor 
ner, outside corner, division, tub moulding, edging. 
and cove 


150-Watt Bulb for Standard Fixtures 

Sylvania Electric Products, Inc., New York, has 
announced production of a 150-watt bulb, with the 
trade name of “Kitchen Lite,” which has the same 
diameter as a 100-watt bulb. 

Designed to fit standard size ceiling fixtures, the 
bulb is rated at an average life of 750 hours. It oper 
ates on standard 115, 120, and 125 volts 
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Greater Value 
at 


Lower Cost 


By economical, streamlined modular construction, 
Pollman Homes offers new low costs in a wide 
variety of attractive factory-built homes. Dis 
criminating real estate builders and developers 
are finding that Pollman Homes, built by experi 
enced craftsmen, increases the prestige of their 
subdivisions. For further 


information, write to 


Pollman Homes 
Manufactured and Distributed by 


THYER MANUFACTURING CORP. 


2857 WAYNE STREET, TOLEDO 9, OHIO 
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Portable Conveyor 


Brik-Toter, a new light- 
weight conveyor for 
bricks, tile, cinder blocks, 
and other construction 
items, is being manufac- 
tured by the Mar-Rail 
Conveyor Company, Paw- 
tucket, Rhode Island. 

Twenty feet long, 1414 
inches wide, and weigh 
ing 385 pounds, Brik 
Toter has a load capacity 
of 1200 pounds, evenly 
distributed. The fixed 
speed of the vulcanized 
rubber belt is 60 feet 
per minute. Bridge type 
trussed construction and 

torque frame eliminate all twist and sag. 
A bulletin on this conveyor will be sent upon in 
quiry to the manufacturer. 


Duct-Sizing Problem Simplified 


The problem of sizing ducts to get the right amount 
of air to a room has been greatly simplified by the 
introduction of the Trane Ductulator, manufactured 
by the Trane Company, La Crosse, Wisconsin. 

By knowing air volume and velocity, it is possible 
to find friction loss per 100 feet of cut, the diameter 
of the round duct and dimensions of the rectangular 
duct that will carry the air load, all with one setting 
of the Ductulator. 

Other valuable information appears on the Ductu 
lator, which may be obtained from the manufacturer 
at small cost. 


Efficiency Check for Filing Systems 

Successful businesses recognize that filing is the 
key to efficient administrative control. A new hand 
book, prepared by Remington Rand, Inc., enables 
management to measure its filing procedures as to 
costs and performance standards. The book presents 
costs broken down in detail and clearly substantiated 
by charts and tables relating to the creation and 
operation of files. Performance statistics from operat 
ing files are summarized and characteristics of equip 
ment reviewed. 

The booklet, “A Yardstick for Filing Cost and Ef 
ficiency,” can be obtained from Mr. F. J. Hastings, 
Remington Rand, Inc., 315 Fourth Avenue, New 
York 10. 


Mortgage Payment Slide Rule 

With the aid of a recently developed mortgage 
calculator, real estate salesmen and builders can pro 
vide prompt answers to many financial questions that 
come up during a sales transaction. Monthly pay 
ments, interest rate, years to pay, principal, unpaid 
balance, and total interest paid are quite accurately 
figured on this pocket deal, inexpensive, slide rule 

The operation of the rule is easily learned and 
accompanying each rule is a booklet thoroughly ex 
plaining each procedure. Also included in the book 
let is a table setting forth monthly payments to the 
nearest penny 

Inquiries regarding the mortgage calculator 
should be addressed to, Mortgage Slide Rule. Box 
342. Flint, Michigan 
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Home for Effortless Living 


NCORES of new ideas in design, materials and 
tJ equipment that dramatize effortless living are 
being shown in a one-story, contemporary Colonial 
styled home opened last month in Plandome Mills. 
New York. 

Called “The Hotpoint House of the Fifties,” and 
sponsored by Hotpoint, Inc., Chicago, and its New 
York distributor, General Electric Supply Corpora 
tion, the home has three bedrooms with an owner’s 
sitting and dressing room that can be used as a fourth 
bedroom. In addition to a living room, there is a 
recreation room equipped with a television center, 
a soda bar, and a glass-enclosed garden, automatical 
ly heated. 

One of the highlights of the home is a complete 
combination kitchen and home laundry, together 
with special accessories, a breakfast nook, planning 
desk, and unusual decorative details. The room, ar 
ranged in an L-shape, has one wall devoted to the 
laundry center which is equipped with automatic 


washer, dryer, and ironer. The kitchen appliances, | 


including a refrigerator, range, dishwasher, disposal, 
and freezer, face each other in two parallel lines 
along the other wall. All appliances are finished in 
yellow. A low counter separates the kitchen from 
the breakfast nook 

Low voltage wiring is used throughout the house 
to allow remote control of lights and electrical out 
lets. For example, the owner can contro! radios. 
lights, and appliances in distant parts of the house 
by pushing a button. 


In addition. there is an intercommunication sys 


Regulation X 

(Continued trom page 17 
immediate past president Mortgage Bankers Associa 
thon. 

“If a reduction of one-third in residential con 
struction is necessary, then it would seem better to 
achieve it through more severe downpayments than 
to impose direct limitations or ‘L’ orders . . . Regula 
tion X does not restrict terms on conventional loans 
on home construction much below the conventional 
terms which have generally prevailed. In some areas 
where most of the building has been by speculative 
builders on high percentage FHA and VA loans, the 
cuts will undoubtedly be more than one-third. In 
others, the reduction will be less... — Henry A. Bubb. 
Topeka, Kansas. president U.S. Savings and Loan 
League 
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tem so that the owner can talk or hear calls from 
any other part of the house. Other equipment in 
cludes automatic air conditioning; automatic space 
heating and water heating equipment; a_ built-in 
safe; tiled bathrooms with advanced plumbing fix 
tures and glass shower enclosures; aluminum vene 
tian blinds; thermostatic heating controls; radio 
operated garage doors; automatic windows that open 
or close at the touch of a button, and solid 
hardware with locks that are keyed alike 

The house, located on a half-acre lot, was designed 
by Mattern and York, and was built by Flower Hill 
Building Corporation 
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Housing Expediter Tighe Woods is still shunning the July request 
of the Los Angeles City Council to decontrol rents in that city. 
Woods may have an eye to the Los Angeles Tenants’ Council 
which has filed a request to restrain him from approving decon 
trol. Meanwhile, some civic leaders are asking that Woods be cited 
for contempt of Congress, and the Small Property Owners’ League 
is asking for a grand jury investigation. But Woods may not have 
too many worries with a “lame duck” session of Congress that will 
be pressured to extend controls beyond January 1. 


Thousands of realtors traveled to Miami Beach this week to find 
ways to improve their business in 1951 in the face of government 
restrictions and controls. Source of the information will be Con 
gressional leaders, government officials, and realty experts at 
NAREB’s 43rd annual convention. Five days of meetings will fea 
ture specialized discussions on problems confronting realtors under 
today’s conditions. Watch for the December JourNat for a com 
plete coverage of the convention. 


The home building industry, striving for good publicity and pub!ic 
relations, ran into hard luck last month in Florida. That hurricane 
launched a flood of GI complaints over alleged shoddy construc 
tion. GI’s pointed to roofless houses, said bad building practices 
made their houses a pushover for a hurricane. Survey showed 
some subdivisions where 75% of all homes lost their roofs. Vet 
groups said thin wire staples were used by some builders to fasten 
roofs where metal tie-downs for joints were required. 


Lumber prices may have collapsed, but building costs generally 
around the country don’t reflect the decrease yet. For example, 
FHA’s Los Angeles office has announced a construction cost index 
jump from 98 to 107 from the period June 15 to September 15 . 
one of the sharpest inclines ever experienced 


Arthur Weimer, well-known economist, says he believes many 
people will buy houses now asa hedge against inflation. Speaking at 
a two-day meeting of the Prefabricated Home Manufacturers’ In 
stitute in Milwaukee, Weimer, dean of Indiana University’s School 
of Business, predicted retail price rises of 8% to 10% a year for 
the next two years and even sharper increases for housing. 


News Nibblings: Builder Floyd Kimbrough of Jackson, Mississippi, 
believes in doing things in a big way. To celebrate the fifth anni- 
versary of his business he took a complete 16-page section in the 
Jackson Daily News. Stories and ads were about the Kimbrough 
enterprises and the value of home ownership . “If a builder 
was in a position to build two- and three-bedroom apartments in 
Chicago, hed be swamped with applications.” says James M 
Huck of Greenebaum Investment Company. He says no financing 
is available except under Section 213. which covers co-ops . 
Joe Meyerhoff of Baltimore, popular ex-president of NAHB, has 
been honored by a bronze plaque of the Israel government for — 
given on the economic and financial problems of the new Jewish 
state .. . Builders in South Texas are surveying the last 100 home 
loans closed out by the 11 leading institutions in Corpus Christi 
Object: to determine how many of these families could have pur 
chased homes under Regulation X 
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* the (odsadelo 


* the new CHAMPION 


* two big new sizes 


* 


Be Sie SEE OUR BOOTH AT 
, | THE NAHB CONVENTION 
EXPOSITION IN CHICAGO 
JANUARY 21-25. 


The Coronado...a long, low, ram- 
bling home with spacious rooms, 
sweeping horizontal lines, picture 
window, wide roof overhang. 
Available in two elevations, five 
sizes, right or left hand plan. 








The new CHAMPION, with eight- 
foot picture window .. . more than 
twenty-five square feet of light, 
bright space! Available in five ele- 
vations, five sizes, right or left 
hand plan. 


Two new CHAMPION sizes, 4 and 
5, each 24’ x 40’, with larger bed- 
rooms, 20-foot living rooms, big 
American Kitchen. Available in five 
elevations, right or left hand plan. 


Wherever There's Better Living. . . 


ime Gunnison,” “Chompion” 
and “Coronado” 
UNITED STATES STEEL Uss CORPORATION SUBSIDIARY —T.M. Gunnison 
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